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A RAND MSCNALLY PUBLICATION 


we a ” 
Simple Arithmetic 
It is obvious that when experience is added 
to experience the resultant sum is greater 
knowledge which, properly applied, should 
result in greater efficiency. » » George La 
Monte & Son has had more than three-quar- 
ters of a century of cumulative experience 
in making safety papers, and nothing but 
safety papers. » » La Monte check papers 
are recognized as the national standard for 
quality and safety. They are the choice of a 
large majority of America’s foremost banks. 
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NUTLEY * NEW JERSEY 
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Here's a personnel system designed expressly for 
banks at a bank . . . a simplified Kardex system tai- 
lored to fit banking situations and to answer the 
questions a banker wants to know about his em- 
ployees. It guides the supervision of bank employ- 
ees .. . brings out their best work . . . fits them to 
the best job for their particular talents. 

Kardex puts all essential facts right at your fin- 
gertips. Facts normally requiring seven different 
employee records are centralized in a single Kardex 
pocket. There in that one place—instantly available 
—is all the information needed for successful per- 
sonnel administration. Kardex finding speed means 


these records are referred to often—really used as a 
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... With the New 
Kardex Personnel 
System Introduced 
at the East River Sav- 
ings Bank of New 


positive force in the personnel program. 

Personnel decisions can be made impartially and 
fairly when they're based on recorded facts instead 
of on memory or impressions. Employee relations 
improve. Turnover is reduced and general staff effi- 
ciency is promoted when administration is guided 
by the accurate personnel picture this Kardex sys- 
tem provides. 

To learn how your bank can cash in on this bank 
personnel system, call the Remington Rand office 
nearest you. Ask to see Management Controller 733, 
which describes the system in complete detail. Or 
write Systems Division, 315 Fourth Avenue, New 


York 10, N. Y. 


Copyright 1949 by Remington Rand Inc 
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Like an uncontrollable fire, a single uninsured embezzle- 
ment can materially reduce—or even completely wipe out 
—the security back of a commercial loan. 

Annual embezzlement losses of close to $500,000,000 
definitely prove that employee dishonesty is just as real a 
hazard as fire...and almost as costly. 

Moral for bankers: before granting loans to commer- 
cial or industrial organizations, be sure to check the ade- 
quacy of their dishonesty insurance. There may not be 
enough; or there may be none at alll. 

The F& D representative in your community will gladly 
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“Able to handle customer transactions with increased 
efficiency . . . ready acceptance of machine-made receipt.” 
City National Bank of Rockford, Rockford, Illinois. 


% 


“Made inquiries of banks using these machines. Replies 
indicated speed-up in service at window of from 25% to 
35%. We have found your Teller’s Machines accomplish 
what others told us they would do.” 


The Union National Bank, Springfield, Missouri 


“Speeded up handling of depositors’ and tellers’ cash 
proof . helped reduce and assisted in locating cash 
differences. Gave positive identification to deposit. Gave 
each teller his own adding machine.” 


The First National Iron Bank, Morristown, New Jersey 





““Between 15% and 20% speed-up in customer service ... 
faster balancing . . . facilitates location of errors. Par- 
ticularly pleasing to our customers.” 


Red River National Bank, Grand Forks, North Dakota 
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Machines easily savé their cost by improved, faster and 
re efficient window operation.” 


he Marquette National Bank, Minneapolis, Minnesota 


Burroughs Commercial Teller’s 
Machine installations are providing 
speedy, efficient service for nearly five 
million depositors in banks throughout 
the country. Find out how easily your 
bank can modernize cage operations 
. . . improve customer relations . . . 
simplify teller balancing, too. Get full 
information from your local Burroughs 
office today. 
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STATEMENT OF CONDITION, JUNE 30, 1949 


RESOURCES 


Cash and Due from Banks . . . . $1,291,193,007.71 
U. S. Government Obligations. . . 1,723,449,124.79 
State and Municipal Securities. . . 49,956,017.81 
Oches Gegusities ~« «© © 6 0 © @ 134,941,141.62 
Loans, Discounts and Bankers’ 

Acceptances . . « «+ + «© « «  1,382,631,244.13 

































Accrued Interest Receivable .. . 10,719,325.05 
Mortgages . . - «© + «© © «© «@ 29,182,188.81 
Customers’ Acceptance Liability . . 14,968,860.76 
Stock of Federal Reserve Bank. . . 7,950,000.00 
Banking Houses . . . « « « « 29,825,508.28 
Othec Besests . « 4+ 6 8 % 8 2,404,984.68 

$4,677,221,403.64 








: LIABILITIES 
Deposits. « + + «+ + « « « « $4,283,944,130.36 
Dividend Payable August 1,1949 . 2,960,000.00 
Reserve for Taxes, Interest, etc. . .« 11,539,860.53 
oe ae ee ee ee ee 11,385,170.76 
Acceptances 
Outstanding . .$ 17,834,942.09 
Less Amount 
in Portfolio . 1,583,293.81 16,251,648.28 
Reserve for Contingencies . . « « 20,172,230.46 
Capital Funds: 
Capital Stock. . $111,000,000.00 
Surplus. - « e 154,000,000.00 
Undivided 
Profits . « «+  65,968,363.25 
330,968,363.25 
$4,677,221,403.64 












United States Government and other securities carried at $296,162,045.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 
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‘New Employees Do Better Work 


Because Of Preliminary Training 


\A small training school with expert teachers prepares applicants for bank work, 


weeds out those not fitted for banking, and trains present employees for advancement. 


\\\ 7 HILE there are many ap- 
proaches to employee train- 
ing, they all fall into one of 

two categories: the employee is 
either trained on the job or apart 
from the job. The fact that we place 
greater emphasis on vestibule train- 
ing is no condemnation of on-the- 
job training. We recognize that both 
are important. 


Our theory is that on-the-job 





Advantages Of A 
Vestibule Training Course 
For Beginners 


1. A person may be a good proof op- 
erator but a poor teacher, so on-the-job 
training by that person is likely to be 
ineffective. 


2. Initial training by a person of ex- 
perience in bank work and the ability 
and desire to teach is sure to be more 
effective. 


3. An employee attempting to teach 
another and still do his daily job is 
likely to do a poorer job or to give 
inadequate training. 


4. Employees do better work when 
their initial training is given by a 
teacher in the bank’s school who spe- 
cializes in teaching and gives all her 
time to it than when they are trained 
by an employee on the job. 


training is better confined to spe- 
cialized work because, in most in- 
stances, new employees are begin- 
ners in the field of banking. Then, 
too, the need for replacements for 
the higher-level jobs occurs only at 
infrequent intervals while turnover 


By RAY J. MILLER 


Vice President and Personnel Director, 


First National Bank, St. Louis, Mo. 


in the lower-graded jobs is more 
frequent. 

The biggest problem is one of 
educating employees for the minor 
rather than the major jobs, although 
we realize, of course, that the latter 
cannot be neglected. 

After careful research, we reached 
the conclusion that the time-hon- 
ored custom of entrusting the on- 
the-job training of new employees 
to some senior employee left much 
to be desired. The custom neces- 
sarily presupposes that the senior 
employee has been well-trained 
himself, that he has the necessary 
ability to impart knowledge and, 
what is perhaps even more’ impor- 
tant, the necessary interest and de- 
sire to do so. Our study showed con- 
clusively that a number of senior 
employees had one and sometimes 
two of the necessary qualifications 
but seldom had all three. 

Armed with these facts, we de- 
cided to experiment with complete 
separation of initial training and 
actual operations. To accomplish 
that purpose, we set up a training 
school, placing two experienced 
supervisors in charge. New em- 
ployees, instead of starting their 
careers in actual operations, were 
assigned to the training school 
where they were taught how to 
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make simple primary sorts and how 
to operate an adding machine. 

The clerical performance of the 
first group of graduates from the 
school was so superior to that of 
those clerks who had been trained 
on the job that we decided to per- 
petuate the program. 

The initial training period usually 
covers about three weeks but varies, 
of course, according to the aptitude 


Five Steps In 
The Training Routine 


1. Each new employee spends about 
three weeks in the school learning how 
to make primary sorts and how to op- 
erate an adding machine. 

2. If the employee masters this 
course, he is transferred to actual work 
in the sorting or the proof department. 

3. If he does not meet the standards 
set up for this work, the matter is dis- 
cussed with him and he is given an 
additional two weeks to attempt to 
make good. 

4. If he does not show the necessary 
improvement, he is dismissed. Em- 
ployees not suited to banking are thus 
weeded out before they do any actual 
bank work. 

5. When an employee is to be ad- 
vanced, he receives additional training 
in the school. 


of the individual. If, after three 
weeks (or before) the employee 
masters the relatively simple fun- 
damentals taught to him in the 
school, he is transferred to actual 
operations in one of our minor de- 
partments. There his performance 

















Trainees are first instructed in the technique of check sorting. 


is checked carefully with his record 
in the training school and any let- 
down in effort is quickly detected 
and brought to his attention. If he 
fails to show improvement within 
a reasonable time, he is dismissed. 

If, after three weeks in the school, 
an employee shows no progress, he 
is warned about his record and given 
two weeks additional time to im- 
prove. Should he then fail to show 
improvement, he is told very frank- 
ly that he apparently does not be- 
long in bank work and it is sug- 
gested that he seek employment in 
some other field. 2 

As a result, those new employees 
who do not have the necessary in- 
terest or aptitude for bank work 
never advance to actual operations. 
Instead, they are weeded out in the 
early stages of their employment, 
and we believe that this is highly 
important to both the individual 
and the bank. Certainly it circum- 
vents those unhappy and embar- 
rassing situations where inaptitude 
is not discovered until some years 
later. 

When an employee is to be ad- 
vanced from one job to another, he 
is sent back to the training school 
for additional training. While there, 
he is taught the requirements of his 
new job and its relation to the job 
immediately ahead. Thus, during the 
first two or three years of service, 
each employee receives what prac- 
tically amounts to continuous spe- 
cialized training. 
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Our training school was set up 
when turnover was exceptionally 
heavy and the clerical market great- 
ly restricted. The results have been 
so encouraging that we are now in 
the process of extending the pro- 
gram to include bookkeepers and 
tellers. 


A Specialized Training 
Course For Supervisors 

We have a specialized training 
course covering approximately two 
years which we use in connection 
with employees selected for super- 
visors. These trainees must spend 
from one to three months in each of 
our major operating departments, 
concentrating on procedures and 
policies. This course is mentioned 
merely to show that we recognize 
the importance of training plans for 
key jobs. 

The success of a training program 
is largely contingent upon how care- 
fully new employees are _ inter- 
viewed, and tested. However, it has 
been our experience that these tests 
are not conclusive and sometimes 
conceal rather than reveal the apti- 
tude of the applicant for bank work. 
We have known a number of likely- 
looking prospects who passed all of 
the initial tests with flying colors 
and yet failed in our training school. 
They failed, not because of any in- 
tellectual deficiencies, but rather, 
because they were not adapted to 
the kind of work performed in 
banks. 


Teller Conference Uses 
Bankers Monthly Articles 


The article “A Successful Teller 
Is Diplomatic,” appearing in your 
April issue, was of great interest to . 
me. In all too many cases; the teller 
has been neglected, and articles of 
this type should tend to correct the 
situation. 


Recently, we embarked on a cam- 
paign of “Teller Conferences” to 
achieve properly indoctrinated and 
uniformly capable tellers in our 
bank. As yet, results have not mani- 
fested themselves, but we have 
every reason to believe that they 
will be good. 


In conjunction with this, would 
it be possible to copy, in whole or 
in part, the aforementioned article. 
I am sure that it will prove helpful 
to our tellers, and there is a place 
in our program for it. All copies can 
bear acknowledgment suitable to 
you.—Herbert W. Nannen, assistant 
treasurer, Chemical Bank and Trust 
Company, New York, N. Y. 


U. S., Foreign Bank Letters 
Listed In S. L. A. Bulletin 


The Financial Group Bulletin of 
the Special Libraries Association 
for May, 1949, carries a list of U. S. 
and Foreign Banks _ publishing 
monthly and, in many cases, week- 
ly bank letters. 


Arranged alphabetically by state 
name in one instance and by coun- 
try in the other, the list shows in 
addition the bank responsible for 
publication, the title of the letter 
and the frequency with which it is 
published. 


Because of the type of informa- 
tion supplied in them, the majority 
of the letters are valuable sources 
of data on business conditions and 
economic trends in specific parts and 
sections of the country and the 
world. All bank letters are offered 
free of charge. 

For copies of the Financial Group 
Bulletin which may be had by any 
bank on a subscription basis of $1.00 
per year or for information taken 
from the list, write to the Editor, 
Miss Alvern H. Sutherland, Libra- 
rian, Board of Governors of the 
Federal Reserve System, Washing- 
ten. 23, D. €. 


BANKERS MONTHLY 











oes this happen in your bank? 


ron y 


WILL YOU WAIT A 
MINUTE UNTIL I 
FIND OUT IF WE 
CAN ACCEPT THE 

INDORSEMENT 

ON THIS CHECK? 


Send for this helpful free booklet! 


Every teller in your bank can instantly give the 
right answer about indorsements if he has studied 
Hammermill’s booklet ‘‘Check Indorsements.“’ 


“Check Indorsements” outlines in 
simple understandable terms what 
the indorser’s liabilities and respon- 
sibilities are under the Negotiable 
Instruments Act... illustrates many 


types of indorsements. .. and tells 

what is safe practice and what is 

unsafe practice in indorsing a check. 

We'll be glad to send you enough Send coupon for 
copies for each of your tellers, your ¢ opi es 


GIVE YOUR CHECKS THE ADVANTAGES OF THE “BEST KNOWN NAME IN PAPER” 


August, 1949 


SSS 
Hammermill Paper Company j 

1505 East Lake Road, Erie, Pennsylvania 

Please send me—FREE— copies of “‘Check Indorsements” 
for my tellers. 


Position 
(Please attach to, or write on, your bank letterhead) 


ERIE, PA FOUNDED 1898 










This Simple Audit Routine 


Prevents Consumer Credit Losses 


A bank with no full-time auditor may benefit from the principles 













in this bank’s routine by designating an officer who makes no con- 


basic difference between the 
auditing of installment paper 
as compared with other types of 
paper, but there are some unusual 
features in connection with the 
business. The method of acquiring 
installment paper is either by the 
making of direct loans to the cus- 
tomer or through the purchase of 
customer’s notes or contracts from a 
dealer. 


YNDAMENTALLY, there is no 


In some banks, the consumer 
credit department operates almost 
independently of the rest of the 
bank. The auditing department has 
sometimes maintained a “hands-off” 
policy with respect to the consumer 
credit department and such audits 
as are made are only routine. We 
believe that the auditor has a re- 
sponsibility to investigate the con- 
sumer credit department equally 
with all other departments. To do 
this, it is necessary that the auditor 
know enough about the business to 
be alerted to the ways in which 
defalcations may occur. 


There are two ways in which we 
normally do business with automo- 
bile or appliance dealers, or any 
concern which sells on the install- 
ment basis and discounts its paper. 
In addition to financing the retail 
paper, it is often necessary to extend 
floor plan or wholesale accommoda- 
tions to assist these dealers in main- 
taining a stock of merchandise. 

It is, of course, the direct respon- 
sibility of the loaning officer to 
police the paper by making spot- 
checks on the dealer’s floor to verify 
the existence of the merchandise, 
such as checking serial numbers. In 
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sumer loans to perform the auditing functions here described. 


By KENNETH R. WELLS 


Vice President, American: National Bank 
and Trust Company of Chicago, Ill. 


our bank, we believe it is the re- 
sponsibility of the auditing depart- 
ment to make sure that such polic- 
ing systems are being followed. In 
addition, the same person is not 
asked to make all of the dealer 
checks. 

There are other hazards connected 
with wholesale financing, but they 
are primarily credit hazards and not 
specifically those in which an audi- 
tor is interested. 











Our bank’s system is such that it 
does not purchase a retail contract 
on the same article for which it is 
doing wholesale financing without 
the wholesale financing being taken 
off. This is very elementary, but 
surprisingly enough, the lender may 
be financing both wholesale and re- 
tail at the same time on the same 
article and not know it. 


For example: We are financing 
refrigerators on a dealer’s floor. 
Ordinarily, the arrangement with 
the dealer provides that he pay the 
bank for any merchandise he sells. 
However, let us assume that he has 
sold a refrigerator on time and ob- 
tains a retail contract. He can have 
the best intentions in the world 
to pay for the merchandise when 
he has received the proceeds from 
the bank covering the retail con- 
tract, but, unless he pays the bank 
out of the proceeds concurrently 
with the purchase, the bank will 
temporarily have twice as much 
money in the one article. 


If the dealer is honest, this may 
not be too serious, but basically, we 
desire to have our system so per- 
fecied that it catches this type of 
double financing. Otherwise, we 
may find some day that the dealer 
has sent in a large number of con- 
tracts, used the proceeds for other 
purposes and is unable to pay the 
wholesale notes. The bank, at that 
point, has a real problem and may 
face a substantial loss. 

For better auditing control, the 
following procedure is standard. 
Some of these points apply equally 
to direct loans as to dealer loans. 

( Continued on Page 12) 
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Continental Illinois National Bank 
and ‘Trust Company of Chicago 
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Our auditors check to see if the 
loans were properly approved. 

They make sure that the notes 
and contracts are properly drawn. 

The auditing department mails 
notices of purchase, advising the 
customer that we now hold his ob- 
ligation. 

It is customary to post all pay- 
ments to a ledger card rather than 
to the note itself. The auditing de- 
partment compares the ledger card 
and the note before the card is 
placed in file. In addition, custody 
of the collateral is under the control 
of the auditing department. 

All returned mail is directed to 
the auditing department for inves- 
tigation. 

Any retail account which is re- 
purchased by a dealer at his request 
within a short time after the bank 
acquired it is questioned. It could 
be that he sent in a false contract 
to obtain temporary financing. 

In general, we do not permit the 
dealer to make collections. How- 
ever, in some cases, the plan with 
the dealer provides for such an op- 
eration and then the bank is pre- 
pared to audit such paper and make 
such direct verifications with the 
obligors as are necessary to estab- 
lish the fact that the paper is bona 
fide. 

A monthly past-due list is pre- 
pared by the installment division, 
but the result is spot-checked by the 
auditing department. Spot checks 
are also made of certain delinquent 
accounts by direct verification with 
the maker. The auditing department 
makes sure that “charge-off” pol- 
icies are being followed. There is a 
control maintained on “charge-off”’ 
accounts with periodic reports. 

Collection men are rotated. The 
same man does not continue to han- 
dle the same delinquent accounts, 
for there are numerous opportuni- 
ties to accept prepayments, or to 


Seven Pillars On Which To Build 





Routine Auditing Procedure 
Which Prevents Losses 


1. Auditors check to see if the loans 
were properly approved. 


2. They make sure that the notes and 
contracts are properly drawn. 


3. The auditing department mails 
notices of purchase advising the cus- 
tomer that the bank now holds his obli- 
gation. 


4. Custody of collateral is under con- 
trol of the auditor. 


5. All returned mail is directed to the 
auditing department for investigation. 


6. Any retail account which is repur- 
chased by a dealer at his request within 
a short time after the bank acquired it 
is_questioned. 


7. In general, the bank does not per- 
mit the dealer to make collections. 


8. A monthly past-due list is prepared 
by the installment division, but the 
result is spot-checked by the auditing 
department. 


9. Collection men are rotated. 


10. Computation of discount and in- 
terest charges is checked by the audit- 
ing department and deferred income 
accounts are analyzed at least once a 
year. 








compromise the balance on an ac- 
count, which would not show up for 
a long time unless rotation is prac- 
ticed. 

Computation of discount and in- 
terest charges is checked by the 
auditing department, and deferred 
income accounts are analyzed at 
least once a year. In connection with 
the income accounts, computation of 
any rebates granted for prepayment 
are checked. 

It is a fundamental axiom of the 
installment credit business that the 
dealer is a greater factor in the col- 
lection and loss experience on the 
paper than is the ability of any 
credit man to judge individual pur- 
chaser credits. There is nothing 


mysterious about installment credit; 
it is merely another way in which 
a bank can do business with the 
people. 





An Employee Relations Program 


HERE are seven pillars used in 

building a competent personnel: 

1. A written statement of the 

bank's objective: This statement is 

suggestive of the methods to be 
used in accomplishing them. 

2. A clear definition of the jobs to 
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be performed: This consists of the 
duties of the job, the skill required 
in terms of degree and kind, re- 
sponsibilities of the position, and the 
area of authority and of operation 
in terms of knowing, doing, and 
being. 





3. Proper selection and placement 
of employees: This means the prop- 
er choice of people who will know, 
do, and be what is most effective, 
and act in the best interest of the 
bank in the performance of the 
service set forth in the objectives of 
the bank people who will 
achieve the most profitable results 
from them. 


4. Adequate supervision: This im- 
plies proper technique in training 
of employees after careful orienta- 
tion to the working situation, and 
practicing the best approaches to 
getting the most and the best results 
by proper supervision. 

5. Periodic evaluation of em- 
ployee’s performance: This tells the 
employee how well he is getting 
along. This means careful consider- 
ation of the employee as a whole 
person in light of what he knows 
is expected of him in terms of know- 
ing, doing, and being. This evalu- 
ation should cover a specified period 
of performance and be given at 
scheduled dates during the year. 


6. Fair compensation: This is re- 
lated to quality of performance, 
skill required, market value of the 
particular skills in the current la- 
bor market, responsibility carried, 
working conditions, hours of work, 
physical and mental demands, or, 
in other words, proper job and wage 
structure and administration. 


7. Reasonable opportunity for 
growth: This means a policy of up- 
grading from within, based on 
achievement, progress, and capacity 
of the individual, and the ability of 
the firm to provide opportunity. 

These are the guideposts to the 
kind of fair dealing employees want 
and look for. That is what people 
want now. Maybe it is what they 
wanted 100 years ago, and I think 
it will be what they want 100 years 
from now. I think the competence 
of our employees will be in direct 
proportion to our ability to provide 
these seven pillars on which our 
human relations program can be 
built.—John W. Taliaferro, John W. 
Taliaferro and Associates, Atlanta, 
Ga. 





The happiest banker is the one 
who always has plans for important 
work ahead. 


Those who succeed are never 
afraid of failure. 


An employee can afford to be a 
specialist. A boss has to be able to 
do many kinds of work. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


The increasing use of our Field Warehouse Service 
for Warehouse Receipt Loans against raw materials 
or finished products . . . stored right on the borrow- 
er’s own premises . . . indicates that more and more 
Bankers recognize our Service as the most complete 


and economical available. 


x 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. »« Keystone Bidg., 
Pittsburgh 22, Pa. » 425 East 8th St., St. Paul 1, Minn. ¢ 243 Kearny St., San Fran- 
cisco 8, Calif. © 222 Spring St., Shreveport 69, La. « University Bldg., Syracuse 2,N.Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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‘Library — Employee Magazine 
Two Aids To Increased Morale 


ETTER customer service—the 
B primary aim of bank man- 

agement, be the institution 
large or small—invariably paral- 
lels better employee morale. This, 
in turn, can be fully realized only 
when the employee adequately un- 
derstands . the operations of the 
bank, for a sincere pride in his work 
flows from the knowledge of the 
relation and importance of that 
work to the functioning of the bank 
as a whole and to an understanding 
of the bank’s policy. 

This is management’s purpose, at 
the National Bank of Detroit, in the 
development and organization of an 
employees’ library and the publica- 
tion of a bimonthly employees’ mag- 
azine. 

The bank library, a pleasant 
room, tastefully and comfortably 
furnished, is available to all em- 
ployees for information and pleas- 
ure. One purpose is to provide em- 
ployees with information in order 
that they can do a better job. An- 
other purpose is to provide data for 
current operations and for long- 
range planning. It is also designed 
to be a source of recreation for all 
employees. 

Its function is to furnish quickly 
and accurately to any executive or 
employee needed information per- 
tinent to any phase of the banking 
business and to act as the central 
depository of the bank’s literature 
—books, periodicals and pamphlets. 

Equipped to meet practically all 
reading needs, the library can sup- 
ply the latest data compiled from 
official trade statistics of various 
countries, help in the comparison of 
one railroad with another, or the 
planning of a career girl’s wardrobe 
according to the dictates of the 
latest fashion. 

All the material in the library 
circulates without charge to the em- 
ployees, and if needed information 
cannot be found in our library, it is 
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By MARY ELLEN RYAN 


Editor and Librarian, National Bank 
Detroit, Mich. 


obtained from one of the public 
libraries. 

Employees find the library a valu- 
able aid in their everyday work. 
The Credit Department, for exam- 
ple, may want information concern- 
ing the financial history of some in- 
dustrial corporation, or a stenog- 
rapher may need to know in what 
state Snohomish is located. The 
library is their source of informa- 
tion. 

Business and trade magazines, 
national bank magazines, bank news 








Five Benefits From The 
Library 


1. It enables employees to do better 
work by providing helpful information. 

2. Data for the planning of current 
operations is supplied. 

3. The pleasant library room and its 
interesting contents provides recreation 
during rest periods. 

4. It furnishes quickly and accurately 
information on any banking subject. 

5. It provides a central depository for 
all the bank’s printed matter—maga- 
zines, books, and pamphlets. 





Back issues of magazines are filed 
back of the display rack in the library. 




















letters, regional bank magazines, 
financial bulletins, and the daily 
papers are available at all times 
for ready reference. 

Employees enrolled in the Ameri- 
can Institute of Banking courses 
take advantage of the AIB texts and 
related books on the library shelves 
for supplementary reading. Part- 
time workers, attending college or 
high school, also use the library 
facilities for extra reading in con- 
nection with their courses. It is also 
a natural source of information for 
those preparing theses for graduate 
school, or securing material for 
panels in connection with our train- 
ing program or for banking courses 
in various universities. 

Self-education is possible for 
those who have not had as much 
formal education as they would like, 
and wish to extend their knowledge 
of the banking business. New em- 
ployees, those without previous 
banking experience, find reading on 
the fundamentals of banking makes 
their work easier, the quality bet- 
ter. Theirs is the opportunity to 
learn, without too much inconven- 
ience. 

Managers in various departments, 
keeping informed on what the 
library has to offer, may suggest 
reading matter related to specific 
types of work to those in their de- 
partments who they feel are inter- 
ested. 

To keep abreast of current events, 
trends in business, or even fashions 
and homemaking, those who wish 
may be put on the circulation list 
for any of the magazines received 
in the library. 

Periodically, as the number of 
national publications — magazines, 
bank letters, regional banking mag- 
azines, and bulletins—grows, a list 
is sent to all employees. They then 
check the ones they are interested 
in and wish to receive regularly. 
Current magazines of a more gen- 
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Now It’s 400! 


On August 1, 1949, the State Bank and Trust 
Company of Dillon, Montana celebrates its 50th 
birthday and becomes the 400th bank that has 
been a correspondent of Central Hanover for 50 


years or more. 


Today’s president and cashier of the State Bank 
and Trust Company are sons of two of the found- 
ers who, as directors, approved opening an ac- 


count with Central Hanover in 1899. 


A bank is known by the correspondents it keeps. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 





eral interest may be read only in 
the library, while the back issues 
circulate. 

Some of the many news digests 
which are of interest are: Weekly 
Bulletins of the Peck Associates, 
Whaley-Easton News Letter, Kip- 
linger Washington and Kiplinger 
Tax Letters and the Baxter Inter- 
national Letter. 

Relaxation—for many of the 
bank’s family—is found in the 








Six Types Of Material 
In The Library 


1. The financial histories of corpor- 
ations for the credit department. 


2. Geographical and post office infor- 
mation for stenographers. 


3. Operating techniques as used in 
other banks. 


4. A.I.B. textbooks. 
5. National magazines of all types. 
6. Newspapers and news digests. 








library. Here, on lunch hours and 
reliefs, they have a chance to read 
their favorite magazine. They can 
lose themselves in a book, forgetting 
their surroundings, and enjoy the 
weathered wharves of old New Eng- 
land coastal villages, or the beauty 
of some snow-capped mass of gran- 
ite lying in the bright sun of our 
great Far West. 

Closely associated with the library 
as a means of better acquainting 
the employee with his work is the 
publication of ENBEEDEE, our em- 
ployees’ magazine. Written “about, 
by and for the employees,” it is one 
of the important sources of com- 
munication in our organization. It 
is the means through which em- 
ployees learn what management is 
trying to accomplish, and why it 
adopts the policies it does. 

A personal memo in letter form 
from the desk of President Charles 
T. Fisher, Jr. on the inside front 
cover of each issue informs. readers 
as to matter of policy, or anything 
else of pertinent interest. 

In a recent issue of ENBEEDEE, 
Mr. Fisher’s letter explained the 
Saturday closing of the bank. He 
suggested how each employee could 
make it work better in these words: 


“So let us all try to prove that, 
in adopting this new policy, we are 
right. Let us prove it through ex- 
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traordinary attention to the bank- 
ing needs of our existing customers 
and through a concerted and con- 
tinuing effort both to broaden their 
use of the bank’s services and to 
introduce new customers to the 
various departments of the bank.” 


The bank’s purpose in using this 
letter is apparent—better customer 
service by means of better employee 
understanding of policy. 


Employees are kept informed of 
new services, departments, and re- 
modeling of the various divisions, 
departments and branches. A recent 
issue devoted several pages to the 
new banking quarters of our newest 
branch office. 


New methods, devised by various 
employees, facilitating the opera- 
tions of certain jobs, are also made 
known to the readers. For example, 
a recent news item informed them 
that a new method being used in the 
teller training classes—a device 
which makes the finding of a differ- 
ence easier than ever before—was 
the result of one assistant manager’s 
propensity for toying with figures. 

“Faxan Figures,” a regular fea- 
ture in the magazine, is an attempt 
to present statistics—usually dry 
and uninteresting—in a simple, in- 
formal, and more readable form. 
This feature, whether it is a chart 
or an article or a cartoon, helps to 
assure the reading and understand- 
ing of such subjects as the history 
of the American Bankers Associa- 
tion, the publication and explana- 
tion of the National Bank of De- 
troit’s statement of condition, or the 
growth of the bank since its open- 
ing. 

Another function of ENBEEDEE 
is introducing officers and new em- 
ployees to the other employees. 








Previous Articles Regarding 
This Bank’s Personnel Work 


1. High Schools The Best Source Of 
New Recruits For The Bank Staff, Jan., 
1949, p. 5. 


2. It Costs Money To Train—But It 
Costs More Not To Train, Mar., 1949, 
p. 10. 


3. Vestibule Training Avoids Employ- 
ing Persons Unsuited To Banking, May, 
1949, p. 5. 


4. Nine Million Items Per Month— 
Each Item Handled Only 1.9 Times, 
June, 1949, p. 5. 


Since many cannot meet them per- | 
sonally, it helps them see the officers | 


as real people, and to know some- 
thing about them. 

The publication of our magazine 
raises morale. It helps each em- 
ployee better to understand his own 
work and its importance to the 
smooth functioning of the bank, thus 
increasing pride in his work and the 
desire to do it to the best of his 
ability. 





Nine Types Of Employees 
Who Use The Library 


. Executive officers. 

. Loan officers. 

. Credit department executives. 

. Operating officers and supervisors. 
. A.B. students. 

. New employees. 

. Stenographers. 

. Part-time employees. 


. Students in graduate schools of bank- 
ing. 
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ENBEEDEE runs two regular 
features with pictures accompany- 
ing them—‘“Things I Never Knew 
*Til Now” and a “Branch Story.” 
The former explains the work of a 
specific department, the volume of 
work handled, the size and location, 
and the relation of the operations 
to the overall functioning of the 
bank. The rather informal style em- 
ployed by the writer gives spice to 
an otherwise dry and factual article. 

The following is quoted from one 
issue of the magazine. 


“Things I Never Knew "Til Now... 
About The Analysis Department 

“That this department is located 
on the third floor along the Wood- 
ward Avenue side of the building, 
partially overlooking the main 
banking lobby... 

“That the primary function of the 
department is to determine each 
month whether or not a commercial 
account is subject to a_ service 
charge and to make the charge. . 

“That this is done by a group of 
28 calculator operators who compute 
the average monthly balances on 
nearly 87,500 accounts .. .” 

The regular branch story, includ- 
ing a picture of all employees at 
that branch, gives the location, type 
of accounts and customers, the vol- 
ume of work, or any other type of 
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Monroe 
— Bookkeeping Machine 
Model 210-285-212 
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information of interest, depending 
on the branch concerned. 

In addition to these regular fea- 
tures, miscellaneous articles ex- 
plaining procedure and methods in 
various departments have been 
printed from time to time in the 
publication. 

“Behind the Scenes with a De- 
posit,” one article of this type, be- 
gan: 

“What happens to a deposit once it 
leaves the customer’s hands? You’d 
be amazed—so many things hap- 
pen to it.” 


The article, complete with pic- 
tures, explained the procedures 
from the time the customer makes 
the deposit until it is posted to the 
statement and ledger. 

A “Personality Portrait” of some 
outstanding person at the bank, and 
the ‘Domestic Statistics’—births, 
deaths, marriages, and engage- 
ments—all help to unite the em- 
ployees into one bank family. 

The column, “This and That,” 
gives all the chatty news, amusing 
or interesting experiences, parties 
and picnics. Notices of retirees, news 
of promotions, anniversaries of five 
or ten years’ service with the bank, 
and sporting events are also written 
up. 

Management, in fostering the 
publication of the magazine, hopes, 
by making the individual better 
acquainted with others, their joys, 
sorrows, and interesting experi- 
ences, to instill in him a more per- 
sonal interest in the bank, more 
pride in his own work and that of 
the bank. Only then does he see it 
as a highly integrated organization 
in which his job is as important as 
the next person’s. 

The editorial staff tries to keep 
the magazine entertaining and in- 
formational, thus building reader 
interest. General newsworthy items 
of significance to the banking busi- 
ness, articles dealing with bank his- 
tory, telephone and office manner, 
health, poetry and jokes—all build 
up this interest. 

The editorial page is the medium 
through which the publication par- 
ticipates in community affairs. It is 
an opportunity for the editor to ex- 
press his opinion on some timely 
subject. 

Reviews and a list of new books 
in the library are also published in 


18 


Miss Ryan serves both as librarian 
and also as editor of ENBEEDEE, the 


bank’s employee magazine. 


each edition of the house organ, re- 
minding the readers of the library 
facilities available to them. 


Employees’ Families 
Enjoy The Magazine - 


A company’s prestige is increased 
by the publication of a house organ. 
It is good advertising when sent to 
other companies, and helps those in 
the employees’ homes understand 
the work done at the bank by a 
member of their family. 

Here at the National Bank of De- 
troit, it is the hope of management 
that the employees’ library and 
magazine neutralize the impersonal 


* phase of business and give the lift 


of pride in performance, no matter 
what the job. The employee—by 
better understanding the bank’s 
operations—develops a feeling of 
identity with that organization. It 
becomes of personal interest to him 
whether his customers are satisfied 
with the services rendered. And 
more important, such an employee 
will do his best to see they are sat- 
isfied. 


What The Employee 
Magazine Does To Raise 
Personnel Morale 


1. Informs employees 
ment’s policies and plans. 


2. New services are described. 
3. New work methods are explained. 


4. Statistical information is made 
clear. 


5. New employees are introduced to 
all the force. . 
6. Suggestions are given for tele- 
phone and office manners. 
7. Lists of new books in the library 
are published. 
8. It enables the employee’s family 
better to understand the employee’s 
working environment. 


on manage- 


Six Questions To Ask About 
Your Advertising Program 


1. Do you realize all available 
means of keeping customers and 
potential customers informed about 
your bank’s services? 

2. Is your advertising based upon 
an actual study of the local market 
for banking services? 

3. Do your advertisements ac- 
tually explain the use and advan- 
tages of services your bank per- 
forms? 

4. Are your advertisements at- 
tractively and tastefully presented? 

5. Are your letters to customers 
and others carefully planned, well 
written, and friendly in tone? 

6. Are your window and lobby 
displays timely and effective? 





Profit 


Opportunity for profit is the 
incentive to all enterprise. It 
entails chance for loss, also. 
Fairly gained, profit contrib- 
utes to individual welfare, 
and national strength. Honest 
and ample profit is a source 
of pride, and a basis of con- 
tinuity in business and home. 
—Dave Thompson 
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Installment Borrowers Want 
Television Sets 


Probably the greatest change in 
the use of installment credit in re- 
cent years comes primarily in paper 
originating with appliance dealers. 
Formerly, refrigerators and radios 
led that field by a wide margin. 
Now, in New York City, based upon 
the number of items, percentages 
are currently as follows: 


Television 


Refrigerators 
Washing Machines 
Miscellaneous 


have been set too sharply on “term” 
rather than on the actual repay- 
ment schedule which develops in 
our business. There is a schedule 
the borrowers themselves make in 
spite of what the notes indicate.— 
Roger Steffan, vice president, The 
National City Bank of New York, 
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is half of getting what you want 


A big part of the success of our services to 
other banks is knowing where to go and whom to see. 


That’s important. 


It’s valuable in terms of time-saving—in accuracy 
of information and advice—in getting things done. 


Important—but only one of the reasons why we have 
so many out-of-town banks on our books. 


We’ve been here a long time. We know what your 
customers will want in a prime market like Philadelphia. 


In short, THE PHILADELPHIA NATIONAL 
is a bank devoted to serving other banks— 


and finding ways to service them better. 


Tow 146 Gears —anking for Guccnecs- 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION! 
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32 States Now Have Laws 
Permitting Deferred Posting 


The program which pointed out the benefits of deferred posting 
was begun in Bankers Monthly in May, 1942. Progress toward 


a universal adoption of this time-saving method is pleasing. 


HE progress made toward the 
[eosin of deferred posting 

by American banks is revealed 
by the American Bankers Associa- 
tion in a survey which showed that, 
as of April 12, 1949, 32 states now 
have laws permitting the practice. 
In another state, the statute has 
passed the legislature and is await- 
ing the governor’s signature. The 
enabling law was passed by 16 states 
during the current sessions of their 
legislators. 


The deferred posting statute was 
enacted this session in Arizona, Ar- 
kansas, Delaware, Georgia, Indiana, 
Iowa, Kansas, New Hampshire, 
North Dakota, Maine, Minnesota, 
Oregon, South Carolina, South Da- 
kota, and West Virginia. Maryland 
is awaiting the governor’s signature. 


These states are added to the fol- 
lowing which had some sort of de- 
ferred posting legislation prior to 
the 1949 session—Alabama, Cali- 
fornia, Florida, Idaho, Illinois, 
Massachusetts, Michigan, Nebraska, 
New Mexico, Oklahoma, Pennsyl- 
vania, Rhode Island, Texas, Utah, 
Virginia, Wisconsin, and Wyoming. 

Following the adoption of the 
amendments to Regulation J, the 
Committee on State Legislation of 
the A.B.A. provided the state bank- 
ers associations with a proposed 
statute conforming to the.amend- 
ments. It is this statute that has 
passed the 16 state legislatures thus 
far in 1949. In addition, Idaho, Ne- 
braska, New Mexico, and Utah have 
replaced their former laws with the 
A.B.A.-recommended statute; a bill 
to do so has been introduced in 
Pennsylvania and Massachusetts. 
The Wisconsin legislature has passed 
such a bill and is awaiting the 
governor’s action. 


20 


Five states not having any form 
of deferred posting legislation are 
also considering the A.B.A.-pro- 
posed bill in their legislatures. They 
are Colorado, Connecticut, North 
Carolina, Ohio, and Vermont. On 
April 12, all these legislatures were 
still in session. 

While the A.B.A.-proposed statute 
does not make deferred posting 
mandatory, it permits use of the 
practice, and if adopted, insures uni- 
formity among the banks through- 
out the nation using deferred post- 
ing. 

Bankers Monthly began, in 1942, 
to give its readers the benefit of the 
experience of those banks which 
had experimented with delayed 
posting. It was discovered that 
many benefits were derived from 
posting all of the day’s work at one 
run. While the proof department is 
proving today’s business, the book- 
keepers post yesterday’s items. 

This does not mean that the book- 
keepers are idle part of the day, but 
it does mean that there are fewer 
errors in posting, less work, and less 
stationery used. 

By the old plan of dribble posting, 
the statement of an active account 
might be taken out of the tray from 
two to five times for entering items 
as they arrived. Each time, the new 








Five Benefits 
From Delayed Posting 


1. One bookkeeper posts two or three 
times as many accounts. 


2. There are fewer posting errors. 
3. Employees like it. 


4. It elimimates friction between de- 
partments. 


5. It saves money for the bank. 


balance had to be determined and 
the ledger sheet returned to the 
tray. Now, many banks are bene- 
fited by the plan of making only 
one posting a day to all accounts. 

In 1940, all but two clearing 
houses had rules requiring the im- 
mediate return of items on the day 
received, if they were dishonored. 
Banks following the plan of delayed 
posting at that time were forced to 
have several people looking for dis- 
honored items all day long in order 
to determine whether there were 
any items to be returned. This had 
to be done in order to meet the 
clearing-house rule. 


Delayed posting reduces the num- 
ber of bookkeepers needed because 
one person can handle about two or 
three times as many accounts, 


It permits a synchronized move- 
ment of items from one department 
to another. 

It generally results in fewer post- 
ing errors. 

Employees like it because their 
work is easier and takes less time. 

It eliminates friction between de- 
partments caused by dribble post- 
ing which tends to delay inter-de- 
partmental work. 

Obviously, it saves money for the 
bank. 

For the benefit of those who have 
not studied the delayed posting 
plan, we may suggest that, in brief, 
it generally is operated as follows: 

An entire day’s work is posted at 
one run. 

While the proof department is 
proving today’s business, the book- 
keepers are posting yesterday’s 
items. 

Each ledger sheet is handled only 
once for all items for the day. A 
sorter usually sorts the items be- 
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® individual ledgers 

® general ledgers 

® daily financial statements 

® regular, and FHA, mortgages 
® loans and discounts | 

© payroll 

©® trust records 


this National 
Multiple-Duty 
Accounting 
Machine will 
post them all! 


e e e And it can be changed from one job to 
another in a matter of seconds! One form bar is 
merely removed and replaced with another. Be- 
cause this machine has standard keyboards, it can 
be operated by anyone who can type and run an 
adding machine. 

In a small bank, a single National Multiple-Duty 
Accounting Machine can be kept busy all day 
handling all seven of the jobs noted above. In a 
larger bank, separate machines can be assigned to 
handle any one, or more of them. 

National provides a complete line of accounting 


machines to meet the needs of every department of 
every bank. Of the 100 largest banks in this 
country, 94 use Nationals. 
A 64-page booklet describing the National line is 
available FREE from your local National representa- 
tive. You will find it interesting— 
and most useful for reference when 
accounting problems arise. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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Member Banks In 179 Clearing Houses, Out Of A Total Of 343, 
Now Allow Delayed Returns 


Abilene, Texas 
Akron, Ohio 
Alameda, Calif. 
Albany, Ga. 
Albany, N. Y. 


ttAlexandria, Va. 


+ -*s 


+ 


Allentown, Pa. 
Alliance, Ohio 
Altoona, Pa. 
Amarillo, Tex. 
Ames, Ia. 
Anniston, Ala. 
Ardmore, Okla. 
Asheville, N. C. 
Atlanta, Ga. 
Atlantic City, N. J. 
Augusta, Ga. 
Aurora, Ill. 
Austin, Tex. 
Bakersfield, Calif. 
Baltimore, Md. 
Battle Creek, Mich. 
Bay City, Mich. 
Beaumont, Tex. 
Bellingham, Wash. 
Beloit, Wis. 
Berkeley, Calif. 
Bethlehem, Pa. 
Birmingham, Ala. 
Bismarck, N. D. 
Boise, Ida. 

Boston, Mass. 
Bridgeport, Conn. 
Bristol, Tenn. 
Bristol, Va. 
Brunswick, Ga. 


t tBuffalo, N. Y. 


Butler, Pa. 
Cambridge, Mass. 
Camden, Ark. 


®*Canton, Ohio 


t 


~~ + 


+ 


+ 


Cedar Rapids, Ia. 
Champaign, Ill. 
Charles City, Ia. 
Charlotte, N. C. 
Charleston, S. C. 
Chattanooga, Tenn. 
Cheyenne, Wyo. 
Chicago, IIl. 
Cincinnati, Ohio 
Cleveland, Ohio 
Clinton, Ia. 


Colorado Springs, Colo. 


Columbia, S. C. 
Columbus, Ga. 
Columbus, Ohio 


+tCorsicana, Tex. 


t 


oe 


Cumberland, Md. 
Council Bluffs, Ia. 
Dallas, Texas 
Danville, Il. 
Danville, Va. 
Dayton, Ohio 
Davenport, lowa 
Denver, Colo. 
Des Moines, Ia. 
Detroit, Mich. 


ttDothan, Ala. 


Dubuque, Ia. 


+ Duluth, Minn. 


Durham, N. C. 

Easton, Pa. (Easton- 
Philipsburg Clearing 
House) 

East Moline, Ill. 


Elyria, Ohio 

Erie, Pa. 

Eugene, Ore. 

Evanston, IIl. 

Evansville, Ind. 

Fall River, Mass. 

Fargo, N. D. 

Fergus Falls, Minn. 

Fremont, Nebr. 

* Ft. Wayne, Ind. 

Ft. Worth, Texas 

Gainesville, Ga. 

Galveston, Texas 

Glendale, Calif. 

Grand Forks, N. D. 

Grand Island, Neb. 

Grand Rapids, Mich. 

Great Falls, Mont. 

Greeley, Colo. 

Green Bay Wis. 

Greensboro, N. C. 

Greenville, S. C. 

Greenville, Miss. 

Greenwich, Conn. 

Griffin, Ga. 

Guthrie, Okla. 

Hannibal, Mo. 

Harrisburg, Pa. 

t tHazleton, Pa. 

t Helena, Mont. 
Hibbing, Minn. 
Hollywood, Calif. 
Holyoke, Mass. 
Houston, Texas 
Huntington, W. Va. 
Huron, S. D. 
Hutchinson, Kans. 
Independence, Mo. 

* Indianapolis, Ind. 
Jackson, Mich. 
Jackson, Miss. 
Janesville, Wis. 

t Kansas City, Kans. 
ttKansas City, Mo. 

Knoxville, Tenn. 
La Crosse, Wis. 
La Fayette, Ind. 
Lansing, Mich. 
Lancaster, Ohio 
Lancaster, Pa. 
Laramie, Wyo. 

**Lawrence, Kans. 
Lebanon, Pa. 
Lexington, Ky. 
Liberal, Kans. 
Lincoln, Neb. ~ 
Long Beach, Calif. 
Lorain, Ohio 

t Louisville, Ky. 
Macomb, Ill. 
Macon, Ga. 
Madison, Wis. 
Manchester, N. H. 
Manhattan, Kans. 
Manitowoc, Wis. 
Mankato, Minn. 
Mansfield, Ohio 
Marietta, Ohio 
Marinette, Wis. 
Marion, Ohio 


al 


+ 


Martinsburg, W. Va. 


Meadville, Pa. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Minot, N. D. 
Mobile, Ala. 
Moline, Il. 
Modesto, Calif. 
ttMontclair, N. J. 

Montgomery, Ala. 

Mt. Carmel, Pa. 

Muncie, Ind. 

Muskegon, Mich. 

Muskogee, Okla. 

ttNashua, N. H. 

Neenah, Wis. 

New Albany, Ind. 

Newnan, Ga. 

ttNewark, N. J. 

Newark, Ohio 
***New Bedford, Mass. 

New Kensington, Pa: 

New Haven, Conn. 

New London, Conn. 

New Orleans, La. 

New Rochelle, N. Y. 

t New York, N. Y. 

Niagara Falls, N. Y. 

ttNorthern New Jersey 

Clearing House 
Norwalk, Conn. 
Oakland, Calif. 
Ogden, Utah 
Oklahoma City, Okla. 
Omaha, Nebr. 
Orange, N. J. 
Oshkosh, Wis. 
Palestine, Texas 
Paris, Texas 
Parsons, Kans. 
Pasadena, Calif. 
Passaic, N. J. 
Petersburg, Va. 
*®Paterson, N. J. 

Pensacola, Fla. 

Peoria, Ill. 

Phenix City, Ala. 
***Philadelphia, Pa. 
Phillipsburg, N. J. 
Phoenix, Ariz. 

Pine Bluff, Ark. 
Pittsburg, Kans. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Portsmouth, Ohio 
Pottsville, Penn. 
Providence, R. I. 
Pueblo, Colo. 
Quincy, Ill. 
Racine, Wis. 
* Reading, Pa. 
Red Wing, Minn. 
Richmond, Va. 
Roanoke, Va. 
Rochester, Minn. 
ttRochester, N. Y. 
Rockford, Ill. 
Rome, Ga. 
Sacramento, Calif. 
Salisbury, N. C. 
Sandusky, Ohio 
San Francisco, Calif. 
St. Louis, Mo. 
St. Paul, Minn. 


> 


+ 
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~ 
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Salinas, Calif. 
Salt Lake City, Utah 
San Angelo, Tex. 

t San Antonio, Tex. 
San Diego, Calif. 
San Jose, Calif. 
San Pedro, Calif. 
Santa Barbara, Calif. 
Santa Cruz, Calif. 
Santa Monica, Calif. 
Santa Rosa, Calif. 
Savannah, Ga. 
Scranton, Pa. 
Seattle, Wash. 
Sedalia, Mo. 
Sharon, Pa. 
Sheboygan, Wis. 
Shreveport, La. 

ttSioux City, Iowa 
South Norwalk, Conn. 
South St. Paul, Minn. 
Spokane, Wash. 
Springfield, Ill. 

t Springfield, Mass. 
Springfield, Mo. 
Springfield, Ohio 

® Stamford, Conn. 

*®*St. Joseph, Mo. 
Stockton, Calif. 
Superior, Wis. 
Syracuse, N. Y. 
Tacoma, Wash. 
Terre Haute, Ind. 
Texarkana, Ark. 
Tucson, Ariz. 
Tulsa, Okla. 
Utica, N. Y. 
Valdosta, Ga. 
Vernon, Texas 
Vicksburg, Miss. 
Waco, Texas 

t Washington, D. C. 
Waterbury, Conn. 
Watertown, Wis. 
Watsonville, Calif. 
West Pittston, Pa. 
Whittier, Calif. 
Wichita Falls, Tex. 
Wilkes-Barre, Pa. 
Williamsport, Pa. 
Wilmington, Calif. 
Wilmington, N. C. 
Worcester, Mass. 
Yakima, Wash. 
Yankton, S. D. 
York, Pa. 
Youngstown, Ohio 


- > 


KEY 


*Return next business day 
on Saturday only 
©*On Wednesday and Sat- 
urd 
*Items under $1,000 only 
tItems under $500 only 
*e*Items under $200 
***Items under $100 only 
**Items under $50 only 
-ttNotice sent on day re- 
ceived (usually on large 
items only); item re- 
turned next day 
*®ltems to be protested are 
returned next day 








BANKERS MONTHLY 





iLY 


THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET * New York 


Condensed Statement of Condition as of June 30, 1949 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


(dn Dollars Only— Cents Omitted ) 


ASSETS 


Cash, Gold and Due from Banks... . 
United States Government Obligations. ...... 
(Direct or Fully Guaranteed) 

Obligations of Other Federal Agencies 22,202,830 
State and Municipal Securities 259,724,400 
Other Securities. Oe eT Te eer ee 100,953,439 
Loans and Discounts. oe aremebd e 1,367,519,727 
Real Estate Loans ond Secutitien. 2,357,688 
Customers’ Liability for Acceptances. ........ 15,988,075 
Stock in Federal Reserve Bank. nets a 7,500,000 
Ownership of International Banking Corpora- 


tion. ares Da : a 7,000,000 
Sit Seuiies,.......... rer ye eT Oe 27,283,992 


I I so ho SS kas rw aa deere ealuaeie 2,018,473 


$1,411,285,601 
1,721,538,249 


ee ee ee $4,045,372,474 


LIABILITIES 


Deposits. . ‘ diver ie vere, FEISS 
Liability on  Aneaptenene ond Bills. "$26,005,891 
Less: Own Acceptances in Port- 


er een ae 16,506,488 
Items in Transit with Branches. ............. 19,307,844 


Reserves for: 
Unearned Discount and Other Unearned 
Income. ' eee 6,301,862 
Interest, Taxes, Other Accrued Expenses, etc. 24,536,325 
ND a 0.04.06 on. 05s 050 ca ae ee 4,650,000 
Capital. . PPeroe errr eer errs: 
Surplus. . ne iiadbees cone. 2 
Undivided Profits. ceeeeess 44,568,623 294,568,623 


FMT ETE Te re ee eee $4,945,372.474 


Figures of Foreign Branches are as of June 25, 1949. 
$298,658,761 of United States Government Obligations and $14,568,443 of 
other assets are deposited to secure $210,822,686 of Public and Trust Deposits 

and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 


August, 1949 
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fore they go to the bookkeepers, 
although, in some banks, the book- 
keeper makes the fine-sort herself. 

Most banks post the following 
morning, although some banks have 
bookkeepers come down in the 
afternoon or evening. 

The Bankers Monthly campaign 
includes the following articles on 
the delayed return of dishonored 
items. 

1. 28 Banks Benefit From Delayed Post- 
ing 
May, 1942—p. 197 
2. Dishonored Items Returned The Day 
After Receipt 
June, 1942—p. 250 
3. Paying And Posting Delayed In At 
Least Two Cities 
August, 1942—p. 347 
4. Wires On Returned Items Often Un- 
necessary 
January, 1943—p. 8 


5. Sixteen Clearing Houses Have Changed 
Rules On Return 
March, 1943—p. 108 


6. Too Many Dishonored Items 
April, 1943—p. 168 
7. Send Wires Direct 
April, 1943—p. 168 
8.90 Clearing Houses Now Return 
Checks The Next Day 
May, 1943—p. 197 
9. 187 Clearing Houses Delay Returns— 
Six States Have Laws 
February, 1944—p. 67 
10. Less Help—Fewer Errors—Less Time 
Spent On The Books. Those Are The 
Benefits From Delayed Posting 
February, 1945—p. 59 
11. Delayed Returns Now Allowed By 
60% Of Clearing Houses 
June, 1945—p. 266 
12. 24 More Clearing Houses Allow De- 
layed Returns 
May, 1946—p. 225 
13. Laws Do Not Prevent Delayed Return 
Of Dishonored Items 
March, 1947—p. 121 


Equipment Loans Must Be 
Made To Good Farmers 


Supplying the credit needs of our 
farmers, ranchers, and planters has 
always been the principal function 
of our country banks. A new chal- 
lenge was presented us in the rapid 
turn toward mechanization. 

Sentimental as we may be about 
a fine team of horses or a span of 
mules, we are resigned to the fact 
that the gas-driven monster can do 
the job so much more effectively 
and economically, while the feed 
consumed by work stock, put be- 
fore the same number of dairy cows, 
now brings an income the year 
around. 

Basically, lending on implements 
does not differ so much from lend- 
ing the old-fashioned way, with this 
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Portfolios Bring Articles On 15 Important Banking 
Subjects To The Desk Of Any Banker 


Instead of paging through countless back issues of Bankers 
Monthly in search of favorite articles, why not check our list 
of portfolios, pick out the subject in which you are interested, 
drop us a note to that effect. It'll save you a great deal of work 
and give us an opportunity to show you how comprehensive 
and helpful these portfolios really can be. 


In addition to the article you were seeking, you will find 
anywhere from 6 to 34 others, all dealing with the same sub- 
ject and what is most important, all in the same portfolio. 


This arrangement of material in handy reference library 
style, was the Editor’s answer to numerous requests for articles 
appearing in past issues. It provides in single book form a 
quick review of the trends and developments that background 
many of the banking techniques of the present day. 


Thus far, only two are available on each of the following 
15 subjects. Articles on other subjects are being collected and 
will be available shortly. 


Accounting Protective 

Check Forms Protest 

Delayed Returns Of Public Relations 
Dishonored Items Public Speaking 

Exchange Charges Bankers Monthly Quizzes 

Loans Safe Deposit 

Operation Service Charges 

Personnel Stop Payments 


Portfolios have been made available on a rental basis. 
Payment of $1 to cover the cost of mailing and handling en- 
titles the borrower to use of a single portfolio for a two-week 
period. At the end of that time, the portfolio is to be returned 
in order that others may make similar use of the articles. 


In the event more than one portfolio is desired, an ad- 
ditional assessment of $1 will be made for each compilation 
requested. 


Address Editor, Bankers Monthly, 536 S. Clark Street, Chi- 
cago 5, Illinois. 
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notable’ exception: while the condi- | 
tion of the work stock generally | 
furnished a pretty good clue of the | 
care one might expect of the ma- 
chinery, to our surprise we learned 
that, in many instances, the oper- 
ator known for his carelessness 
toward his work stock, proved an 
excellent mechanic. 


...one hand! 


We did learn, too, that we could | 
not treat the tractor, combine, or | 
cornpicker as the sole security for | 


our loan. A loan on a tractor in the 


hands of a poor operator could turn | 
into a loss quickly if the machine | 


was not properly serviced. I could 
not think of poorer collateral than 
a tractor with a burnt-out motor or 


a combine wrecked by a rock or | 


stump. 


So, before going into implement 


financing, we have to consider, in 
addition to the borrower’s personal 
reliability, his record as an oper- 


ator and, what’s often more im- | 


DM 


portant, the suitability of the land 
to the type of operations as well as 
the tractor itself. 

A loan to a farmer on a notor- 
iously poor piece of land, strewn 
with rocks, badly eroded, is bound 
to become a headache. A large com- 
bine for a farmer with a small 
wheat acreage will become so, like- 
wise; and a cornpicker in the hands 
of a farmer operating a poor hill 
farm with several patches of corn 
totaling less than ‘thirty acres will 
not come under the heading, “Re- 
duced Costs By Mechanization.” 

Aside from these fundamental 
problems which every country 


banker can and must solve, the | 


financing of farm implements pre- 
sents no serious problem. The bank- 
er who lives, works, and worries 
with his community knows what 
he can expect. He will guard against 
overestimation, based on the abun- 


dant crops we enjoyed the last few | 
years. He knows, too, that the re- | 


payment schedule may be influenced 
by a reduction in prices. But out- 


side of these basic factors, install- | 


ment financing is one of the great- 
est aids toward the maintenance of 








our production, agricultural as well | 


as industrial—Richard W. Trefz, 
president, Beatrice State Bank, 
Beatrice, Nebr. 


August, 1949 

















--. a postage meter for everybody! 


@ This new desk model postage meter puts within 
the means of the smallest firm ...the efficiency and 
economy, the privilege and prestige of metered mail. 


@ Little larger than your telephone, yet the DM 
prints exact amount of postage needed for any kind 
or class of mail directly on the envelope . . . prints a 
dated postmark and small advertisement (optional) 
Wet a6 Gel on 0 ro ie at the same time. Seals envelope, too. Even prints 
takes a little more desk postage for parcel post, bulky statements, etc. 
space than a dial phone! @ Dial the stamp value you want, press the lever 
—and your postage is printed! 






ln A Rng, 


@ The new DM fully protects your postage from 
damage, loss, theft . . . and automatically accounts 
for every penny in visible registers! 


@ Good looking and smartly designed, finished in 
smooth tan and chrome... Costs so little, it pays 
its way in any bank, large or small. Call or write to 
Stamford for free descriptive folder! 


Prints any value of pdstage 
for any kind or class of 
mail — plus parcel post! 


Pitney-Bowes 


PR P 

3899 Pacific St., Stamford, Conn. 

‘> Originators of the postage meter. . . largest 
makers of mailing machines . . . offices in 93 
cities in U.S. and Canada. 





Pon | 
To seal envelope . . . just 
slide flap through the 
moistener Neat, no mess! 
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The Right Man Was Selected 


For An Executive Position 
Grapho-Analysis Helped The Decision 


Some character traits are discovered in interviews, 


but all character traits are revealed by handwriting. 


NUMBER of opportunities have 
A been provided me to aid 
bankers in selecting new em- 
ployees and in deciding upon pro- 
motion within the ranks. The story 
of one experience which resulted in 
the selection of an efficient execu- 
tive will, I am sure, illustrate the 
benefits a bank may derive from the 
use of grapho-analysis—the discov- 
ery of character traits through an 
analysis of handwriting. 

Inasmuch as my work with banks 
is strictly confidential, it would, of 
course, be unwise to mention names, 
and, inasmuch as I have had the 
opportunity to work with several 
bank presidents, what I am going to 
quote here as a specific experience 
is in reality a sort of composite of 
experiences in connection with the 
employment of executives in several 
different banks. I'll tell the story, 
however, as though it were a single 
case. 


The president of a bank in a 
southern state recently sent me 
handwriting samples of four per- 
sons who were being considered for 
an executive position in his bank. 
All of these people had had some 
experience in bank work, but he 
wanted to be sure that he selected 
the right one for his important posi- 
tion. 

In analyzing the handwriting of 
these four applicants, I, of course, 
looked for those character traits 
which are present in the makeup of 
successful executive officers. I found 
the nine most important traits in 
only one of the four handwriting 
samples. And, in the case of this 
handwriting, I found no negative 
traits. 

The other three samples showed 
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By C. H. FLETCHER, C. G. A. 


Handuriting Expert and Lie Detector 
Examiner, Chicago, Ill. 


an absence of several of the most im- 
portant positive traits, and the pres- 
ence of several negative traits. After 
the analysis of the four samples had 
been completed, there was no ques- 
tion whatever as to the one person 
who would do the executive work 
with greatest success. It was obvious 
that that person would be more 
valuable to the bank. As a matter 
of fact, one of the other samples 
indicated that it would be absolutely 
dangerous to employ that person. 
He had several negative traits which 
gave every evidence that he might 
yield to temptation, and, also, would 
almost surely antagonize employees 
rather than get their sympathetic 
cooperation. 


There are 37 character traits 
which might be found in the hand- 





Benefits One Bank President 
Obtained By Using 
Handwriting Analysis 


1. He was able to select the best ex- 
ecutive without being influenced by his 
personal preferences. 


2. He saved himself much time which 
would have been used in obtaining ref- 
erences. 


3. Extensive interviews with the ap- 
plicants were unnecessary. 


4. The person selected was far better 
fitted for executive work than other ap- 
plicants. 


5. Some applicants who made good 
impressions in interviews showed serious 
negative traits in their handwriting. One 
of them probably would have been hired 
if the handwriting had not been an- 
alyzed. 


writing of good executives. It is rare 
to find all of them in the handwrit- 
ing of any one. It is important, 
therefore, to recognize the relative 
importance of each trait. 

While there were some other 
positive traits shown in the hand- 
writing of the executive selected, I 
am going to discuss only nine be- 
cause they were the outstanding and 
were sufficient to set this one appli- 
cant above the others. I am sure that 
the bank is definitely benefiting 
from having employed that person. 

In reporting on the handwriting 
of the person recommended for ad- 
vancement, I wrote the banker as 
follows: 

The primary or basic traits as 
shown in this employee’s writing 
are very highly developed. (The 
writing is reproduced herewith.) 
He can be successful not only in one 
field, but in several. 

From my years of experience in 
analyzing character from handwrit- 
ing, I have learned that one can 
make a success of his or her life 
even though he does not possess 
every known quality or trait of 
character. By using what traits he 
does possess, he gets the desired re- 
sults. 

The following positive traits stand 
out and indicate executive ability. 
They justify his promotion. He will 
succeed in getting good work from 
others. 

1. Imagination—The foundation 
trait upon which al] accomplishment 
is based. 

2. Persistence—The ability to fol- 
low through, changing plans as re- 
quired, but never losing sight of the 
goal. 


3. Instinctive and exploratory 
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HENRY E. BODMAN 

I ROBERT J. BOWMAN 
PRENTISS M. BROWN 
CHARLES T. FISHER 
CHARLES T. FISHER, JR. 
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NATIONAL BANK 
OF DETROIT 


DETROIT, MICHIGAN 


Complete Banking and Trust Service 


STATEMENT OF CONDITION, JUNE 30, 1949 


RESOURCES 


Cash on Hand and Due from Other Banks . 
United States Government Securities 

Stock of the Federal Reserve Bank 

Other Securities 


Loans: 
Loans and Discounts . 
Real Estate Mortgages 


Accrued Income and Other Resources . ; 
Branch Buildings and Leasehold Improvements .__. 
Customers’ Liability on Acceptances and Letters of C redit 


LIABILITIES 

Deposits: 

Commercial, Bank and Savings . 

United States Government 

Other Public Deposits 
Accrued Expenses and Other Liabilities 
Dividend Payable August 1, 1949 . 
Acceptances and Letters of Credit 
Reserves 


Capital Funds: 
Common Stock 
Surplus 
Undivided Profits 


$ 320,532,110.59 
592,281,142.89 
1,500,000.00 
88,936,853.72 


$ 172,859,772.99 
49,439,404.28 222,299, 177.27 
4,252,647.30 
1,880,928.06 
1,395,706.45 
$1,233,078, 566. 28 


$1,073,173,112.27 
58,515,816.57 
32,884,089.81 $1,164,573,018.65 
To 3,822,962.27 
600,000.00 
1,395, 706.45 
3,763,772.16 


$  15,000,000.00 
35,000,000.00 
8,923,106.75 58,923, 106.75 


$1, 233,078,566.28 





United States Government Securities carried at $94,590,554.05 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $13,621,450.71 of the 
Treasurer-State of Michigan, and for other purposes required by law. 


DIRECTORS 


JOHN B. FORD, JR. 

B. E. HUTCHINSON 
ALVAN MACAULEY 
WALTER. S. McLUCAS 
W. DEAN ROBINSON 





NATE S. SHAPERO 
R. PERRY SHORTS 
GEORGE A. STAPLES 


R. R. WILLIAMS 
Cc. E. WILSON 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 
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Just check these savings based on the findings of thousands of banks who have changed to the 
Recordak Single Posting System. You'll get a good idea as to how you, too, can lower costs 
all along the line—quickly, conveniently, by eliminating the costly dual posting operation. 


There’s only one record to post . . . there’s only one 
posting a day. As a result, bookkeepers can handle 
many more accounts . . . with less fatigue, with greater 
accuracy. They post only to a statement . . . which is 
microfilmed at the end of the month and forwarded to 
the customer along with his cancelled checks. The 
film record then serves as the bank’s ledger. 


Think of being able to reduce your machine require- 
ments— instead of increasing them—in these days of 
ever-expanding account activity. You can do it—and 
reclaim valuable floor space at the same time— simply 
by adopting the Recordak Single Posting System. 


How much are you spending now for printed bookkeep- 
ing forms? Your requirements will be cut in half when 


you adopt the Recordak Single Posting System... another 
saving realized by posting to one record instead of two. 


uwings UJ fling dpace 


You can file your microfilm records in just 2% of the 
space required for bulky paper originals . . . keep them 
at your finger tips, ready for immediate reference in 
the Recordak Film Reader, which enlarges every de- 
tail sharp and clear. 


You have photographically accurate and complete rec- 
ords of all statements and checks . . . that can’t be 
tampered with or altered without detection. Your state- 
ments are recorded on two rolls of microfilm—one for 
the bookkeeping department . . . the other for the audit- 
ing staff . . . or vault-storage. An important safeguard . . . 
that protects you against internal and external loss and 
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Dual Posting System Recordak Single Posting System 


fraud . . . and also increases depositor good will, 
since you can substantiate all checks paid should 
the original items be lost or destroyed. 


for a free copy of the illustrated 

booklet, “In Bank After Bank 

After Bank.” It gives you the 

whole story on the Recordak 

Single Posting System . . . all 

the facts on the complete line of 

Recordak Microfilmers designed for banks of 

every size. Recordak Corporation (Subsidiary of 

Eastman Kodak Company), 350 Madison Ave., 
New York 17, N. Y. 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 
of modem microfilming —and its application to banking systems 


The Recordak 

Triplex Microfilmer— 

one of the models available 
for bookkeeping operations 


“Recordak” is a trade-mark 





This handwriting reveals nine character traits which make the 
writer a successful executive. Several of the important traits could 
not have been discovered by the interview method alone. 


thinker—This writer has developed 
his mind to the extent that he thinks 
rapidly with keen penetration. He 
commonly explores below the sur- 
face and gets the facts before acting. 

4. Positive in his thinking and 
actions—A stubborn person is 
usually offensive. Not so with this 
writer. His stubborness is the driv- 
ing force that develops his persist- 
ence, and causes his mind to develop 
as it has. He will change his plans 
or ideas if he finds others better 
than his own. 


5. Sympathetic, kind and consid- 
erate, and very patient. ' 

6. Diplomatic—He possesses the 
ability to deal with others effective- 
ly. He can handle people and exer- 
cise authority without belligerence. 
He is not the domineering type. 

7. Determination—This trait is 
developed to the point of his being 
a self-starter. He doesn’t have to be 
pushed to get results. He sees what 
has to be done and either does it or 
has others do it. He has the ability 
to encourage others to work. 

8. Variety—There is a desire for 
variety in work. He is not the 
“chained to the desk” type. 


9. Secretive—He will not be un- 
wise in revealing what should not 
be known by others. 


There are no detrimental negative 








1. Inertia (lazy). 10. Slow to decide. 
2. Self-conscious. 11. Jealous. aid 
3. Sarcastic. 12. Hateful. 
4. Temper. 13. Antagonistic 
5. Domineering. 14. Argumentative. 
6. Egotistical. 15. Inclination to 
7. Belligerent. gossip. 
8. Arrogant. 16. Weak will. 
9. A negative 17. Timid. 
thinker. 18. Dishonest. 





It may be interesting, also, to 
check a list of 37 positive traits 
which are found in the handwriting 
of good executives. Again, let me 
emphasize that probably no execu- 
tive has all of these traits. The 37 


traits revealed in this writing. 


It is true, of course, that some 
character traits can be recognized 
during an interview. However, there 
are some people who are so success- 
ful in hiding their negative traits 
that they would not be discovered, 


trai 


wn 


ts are as follows: 


. Eager to learn. 
. A sincere desire for responsibility. 
. Inclination to delegate work which 


others can do. 


. Imagination. 

. Understanding of human nature. 
. Self-confidence. 

. Sincerity. 

. Patience. 


. Good judgment. 


Protest A Foolish Practice 
I believe that if your good journal can keep up the fight, 


we may someday be successful in eliminating this foolish prac- 
tice.—L. W. Lopes, president, The Pajaro Valley National Bank, 


Watsonville, Calif. 


no matter how extensive the inter- 
view might be. These persons can- 
not hide their negative traits from 
a grapho-analyst. All traits show up 
clearly in handwriting. They can- 
not be disguised. 


Some of the negative traits which 
were discovered in the three 
samples of handwriting of those 
people who were not recommended 
are the following. It must be under- 
stood in looking over this list that 
no one of them had all of these 
negative traits. However, any of 
these negative traits are undesirable 
in a bank executive’s work: 


The Editors Do The Reading For You 


For many years, Bankers Monthly has been prepared in such a way 
that bank officers may get the ideas from the experiences of other bankers 
published on these pages without reading very many words. One of the chief 
features of Bankers Monthly has been the printing in larger type in a panel 
those important points which will enable a reader to comprehend in just a few 
minutes (sometimes in only a few seconds) the chief features and the benefits 
represented by the experience related in the article. 
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. Initiative. 


31. Secretiveness. 
32. Dignity. 


5. Determination. 





. Inclination to smile. 
. Agreeable voice. 


. A good listener. 
. Poise. 


. Enthusiasm. 


. Moral courage. 


. Sympathetic. 


. Has a definite goal in life. 
. Vision. 
. Power of persuasion. 


. Sense of humor. 


. Honesty. 


. Ability to talk well. 
. Directness. 


. Ability to concentrate. 


5. Ability to get along with people. 
. A creative thinker. 





. Loyalty. 
. Sales ability (A true executive is 
always selling his bank.) 


. Inclination to praise others. 

. Persistence. 

. A positive thinker. 

. A respect for the other fellow’s 


views. 
. No inclination to worry. 





A person who is a chronic wor- 
rier is usually not a good planner. 


His 
his 


worries are really based upon 
own lack of accomplishment. 
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AMERICAN EXPRESS TRAVELERS CHEQUES 


KNOWN EVERYWHERE! In hotels, gas stations, gift shops, 

transportation terminals . . . everywhere . . . your customers will find 

American Express Travelers Cheques are the most widely accepted 

cheques in the world! And why? Because American Express started 

\ the business 60 years ago . . . because American Express has always 

\\ been the outstanding leader in promotion and advertising to expand 
and improve the service. ; 


READIEST HELP IN TROUBLE! If your customers’ cheques are 
| lost or stolen, they need have no worries about being stranded, 
\\ They can get help . . . prompt help! Whether they are in Miami, 

Seattle—or Calcutta—anywhere on earth—they can depend on one 

\\ of the 167 conveniently located American Express offices, or one of 
\\ the thousands of American Express agents or correspondents to 
\ \ give them willing assistance and assure a quick refund. 

\\ That's service . . . reliable, superior service. It’s the kind of service 
you like to give your customers by offering them the best check- 

\\ ing account system, the best vault protection, the best service 
you can throughout your bank. You have won the 
faith of your customers by giving them the best you 


can. In travelers cheques, too, offer them the best in 
the world . . . American Express Travelers Cheques. 


CONVENIENT AS CASH —100% SAFE 


AMERICAN EXPRESS 
TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHSQUES IN THE WORLD 
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We Learned Effective Speaking- 


Now We Please Customers More 


The Indianapolis chapter of the American Institute of Banking has learned that 
the work of employees is improved when they learn how to speak effectively. Here 
one student lists nine rules given by the instructor which helped him. The students 
benefited so much from the class that theyorganized a club to give themselves monthly 
opportunities to practice what they learned. 


By PAUL E. JONES 


Assistant Treasurer, Indiana Trust 
Company, Indianapolis, Ind. 


T’S a lot of fun being nice to 
| people. There is a lot of joy 

and happiness in having a phil- 
osophy of goodness, in being kind 
and thoughtful, courteous, smiling, 
and ever mindful of others. You 
and I like it and so do our friends 
and customers. 


I believe that the surest way to 
promote this attitude toward cus- 
tomers is to be trained to speak 
effectively. We the employees make 
our bank, The way we talk, the way 
we serve our customers and the 
way we work together determine 
our bank’s personality. And that is 
what distinguishes our bank from 
all the others. It’s what we must 
depend on most to attract new cus- 
tomers and keep our old ones. 


To put it another way, our bank’s 
personality is simply the over-all 
impression a person gains from his 
contacts with, or the service ren- 
dered by, the bank staff. The one 
place where we can get training in 
effective speaking is in the A.LB. 
classes. 

I don’t think any A.I.B. chapter 
has had a more hectic time trying 
to organize a speech class than our 
own chapter had. For ten years, we 
appointed our public speaking com- 
mittee and the result was always 
the same—no class. Last year, our 
board of governors gave the prob- 
lem more consideration than it had 
in the past. 

A bank public relations man who 
knows the value of speech was ap- 
pointed as chairman of a commit- 
tee to organize a speech class. The 
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committee went directly to the top 
management of the banks and fol- 
lowed through with the bank’s 
other officers as well. Each member 
was assigned certain banks to con- 
tact to prevent duplication. This 
was followed by circular letters to 
bank officers. 


Once top management was sold 
on the merits of a speech ‘course, 
the actual enrollment of members 
was easy. The committee investi- 
gated several instructors, but elimi- 
nated most of them because their 
courses were either too academic or 
dealt too much with voice culture 
and grammar. 


The instructor who was selected 
by the committee is a college pro- 
fessor who conducts speech courses 
at night for our large department 
stores, business houses, and public 
utilities. These organizations are 
several years ahead of the banks in 
public relations and human rela- 
tions. They realize the direct con- 
nection between effective speech 
and human relations. 


The name of our course elimi- 
nated much of the fear of public 


These Nine Rules 
Helped Employees Serve 
Customers Better 


1. Know your subject. 
2. Know your language. 

3. Have confidence in your knowledge 
of subject and language. 

4. Entertain the attitude of the great 
actors: “The Speech Must Go On.” 

5. Get control over the body. 

6. Don’t seare yourself with a loud 
opening voice. 

7. Leok at the audience and enjoy 
their responses. 

8. Wear clothes that feel comfortable. 

9. Speak in public. 


speaking. The title was “Effective 
Speech and Human Relations in 
Business.” 

Most of our human relations are 
conducted through oral communi- 
cation. Therefore, it is considered 
that the best ways to improve the 
methods of human relations may be 
taught through effective speaking 
techniques. 

A twelve-week course is not ex- 
pected to make the student a pro- 
fessional public speaker unless he 
has had considerable previous 
training. The purpose of the course 
is to improve the speaking ability 
and habits of students in their 
everyday contact with customers. 
If a silver-tongued orator emerges 
from the class, that’s fine. But we 
don’t expect to attain any such re- 
sults. 

The response to the announce- 
ment of the beginning of the course 
was so great that the number of 
students had to be limited to four 
from each bank. We then decided 
to give the same course again in 
the spring semester and an ad- 
vanced course in the fall. 


I had hoped for years to be able 
to sign up for a speech class in our 
chapter, so when the first class 
night rolled around, I was on hand 
—scared to death. 

The instructor started out with a 
brief introduction of himself and 
then, without further ado, asked 
each member of the class to come 
to the front and talk two minutes 
about himself. 

I heaved a sigh of relief when I 
was not called first. After several 
had been called, I got over some of 
my nervousness and started to en- 
joy myself by watching my class- 
mates go through their baptism. I 
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Can Help You Meet the Law's 
Requirements by Providing 


e Administrator’s Bonds 
e Guardian's Bonds 
e Bonds in Court Actions 


e All other Fiduciary Bonds 
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United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 


Fidelity Insurance Company of Canada, Toronto 


CONSULT YOUR INSURANCE AGENT OR BROKER 


WHY? Because he is trained in handling judicial bonds 
—bonds required in court actions and matters of 
estates, 


HOW? By providing corporate bonds promptly that 
are acceptable to any court in any state. 


ASK THIS MAN—your local U.S.F.&G. Agent—to 
serve your needs whenever you are required by law 
to furnish bonds. Corporate bonds are as accessible 
as your telephone. 


FOR U.S.F.&G. SERVICE: Ca// Western Union by number 
and ask for Operator 25, who has name and address of 
your nearest U.S.F. G. agent. 









AS YOU WOULD YOUR DOCTOR OR LAWYER 








got a good laugh out of their mis- 
takes until I was jolted by the 
professor saying, “You, Jones, 
you're having too good a time. Sup- 
pose you get up here and speak 
next.” Believe me, I didn’t know 
before that two minutes is a long 
time! 
Nine Rules to Overcome Fear 
And Gain Confidence 

For the balance of the first ses- 
sion, the instructor gave us rules to 
use to overcome fear and develop 
confidence, and we certainly needed 
them. Here are the rules: 


Bank and 
ST. LOUIS 1 


1. Know your subject—Many speakers 
are nervous because they realize they 
don’t know much on the subject. Why 
shouldn’t these speakers be nervous? The 
problem of controlling this cause of nerv- 
ousness is simple. Just know your subject. 
If you do know it, and know that you 
know it, you can speak about it. 


2. Know your language—Many speak- 
ers are nervous because they have a vo- 
cabulary paucity. They don’t know enough 
words nor how to use the words they 
know. If we would make an earnest effort 
to enlarge our speaking vocabulary to the 
point of fluency, much of the nervousness 
that we experience would be controlled. 


3. Have confidence in your knowledge 
of subject and language—It is not ego- 
tistical to realize that you have studied 
your material and have mastered it. This 


‘ 


~ COMMERCE 


Trust Company 
MISSOURI 


Statement of Condition 
June 30, 1949 


THE RESOURCES 


; Cash and Due from Banks 


$95,829,878.23 


United States Government Obligations, di- 
rect and guaranteed (incl. $20,446,428.77 


pledged*) 
Other Bonds and Securities 
Demand and Time Loans 


Stock in Federal Reserve Bank in St. Louis-_ 
Real Estate (Company’s Building) 


131,957,072.31 
21,889,853.04 
96,167,485.31 
600,000.00 
2,750,000.00 


Other Real Estate (Commerce 


Building) 
Overdrafts 


700,000.00 
2,603.99 


Customers’ Liability on Acceptances and 


Letters of Credit 
Other Resources 


571,707.70 
33,298.31 


THE LIABILITIES 


Capital Stock 


Sarpins ......... deepens: 


Undivided Profits 


Reserve for Dividend Declared 
Reserve for Interest, Taxes, etc. - 


$12,500,000.00 
7,500,000.00 
5,903,951.13 
250,000.00 
1,252,577.76 


Bank’s Liability on Acceptances and Letters 


of Credit 
Other Liabilities 


Deposits, Secured: 


U.S.Warloan $ 7,110,188.61 


Other Public 


571,707.70 
261,644.14 


7,191,073.62 $ 14,301,262.23 


Other Deposits: 
Demand ___. 
Savings 


$250,027,574.39 
56,641 ,404.03 


1,291,777.51 $307,960,755.93 $322,262,018.16 


$350,501,898.89 


* All securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 


MEMBER FEDERAL DEPOSIT 





INSURANCE CORPORATION 


does not mean that you think you have 
learned all there is to know about it. 
Work hard and have confidence in your 
ability to accomplish. Likewise, study the 
language and master the vocabulary ard 
then have confidence in your ability to 
draw upon words to express your ideas 
and thoughts. If you can remove the cause 
of incorrect language construction and 
word-groping, confidence should develop. 
If you develop this confidence, much of 
the nervousness will disappear. 


4. Entertain the attitude of the great 
actors: “The Speech Must Go On.”— 
One of the controlling philosophies of the 
great actors is that the show must go on. 
As a speaker, you are playing a similar 
role. You are on the platform to speak. 
You can’t back down; the show must go 
on! You are confronted with a choice of 
two things: You can make a speech, or 
you can make a fool of yourself. While it 
is true that some speakers do both, it is 
much better to choose the former and 
not the latter. Most of us can measure up, 
in periods of great stress and strain, to 
what is expected and demanded of us. 


5. Get control over the body—We usu- 
ally think that a speaker lacks body con- 
trol and coordination because he is 
nervous. It is more likely that he is 
nervous because he lacks body control. 


If we suddenly realized that we could 
no longer control the muscles of the 
tongue and the muscles of the jaw, we 
would certainly develop nervousness and 
we would be afraid to attempt speech. 
It is not unreasonable to think, therefore, 
that when we are unable to control our 
other body muscles, we are likely to be 
nervous. When we realize that we are 
making strange arm and leg gestures or 
odd facial grimaces, we immediately be- 
come nervous. 


6. Don’t scare yourself with a loud 
opening voice—Many speakers prepare 
their speeches by speaking in a whisper 
and when they first hear the sound of 
their voices in a large auditorium, it fills 
them with fear. They had not realized 
that they would sound like that. 

It is wise to open a speech with a quiet 
but forceful conversational tone. Let any 
volume expansion that might be needed 
come after the first few paragraphs have 
been spoken and after the first few vocal 
adjustments have been made. A _ loud 
opening remark by the speaker frequently 
causes an audience to react negatively and 
this, when noted by the speaker, causes 
him to become nervous. 


7. Look at the audience and enjoy 
their responses—Many things are gained 
by the speaker who looks at his audi- 
ence. There is nothing more stimulating 
to a successful speaker than to observe 
the reactions of enjoyment on the faces 
of a satisfied audience. 

Most audiences are kind and are inter- 
ested in what the speaker is saying. They 
demonstrate these attitudes by their re- 
sponses. Observe and interpret these and 
you will be encouraged by them. 


8. Wear clothes that feel comfortable 
—The speaker should wear clothing that 
makes him feel properly dressed. A man’s 
tight shirt collar or a woman’s tight shoes 
may completely ‘ruin a speech. We should 
not make a speech in public unless we 
are satisfied that we are dressed appro- 
priately for the occasion. 


9. Speak in public—It has been said 
that, whenever anyone asks you to speak 
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in public, be fool enough to speak. By 
doing this, each “next time” will find you 
better equipped to control your fear. 


Each Student Tested The Rules 
in The Bank 

Each week, our class session is 
entirely different from the preceed- 
ing one; no two are alike. One ses- | 
sion of particular interest is on 
human relations. The assignment 
was to pick some phase of human| 
relations and practice it in our own 
bank for a week. We were then to 
give a talk the next week about our 
experiences and results. 





I used a combination of two pub- 
lic relations rules: “Be courteous” 
and “Never Argue.” 

During the week I used my best 
smile. One day, it was necessary to 
turn down a lady customer who 
had applied for a loan. 

I declined the loan with what I 
thought was tact and courteousness. 

Her reply was, “Well! You can 
just go jump in the lake.” 

What would you do in a case like 
that? Probably get mad and argue. 
But I was on my good behavior that 
week and my answer was, “Thank 
you, Madam.” 


Gavel Club Organized 


The majority of bank people will 
not have the opportunity to speak 
at regular enough intervals to im- 
prove their speaking ability. Real- 
izing this fact, the members of our 
first class decided to keep on meet- 
ing each month. They ‘had become 


accustomed to speaking and rather | 


liked it. This meeting developed 
into a club called “The Banker’s 
Gavel Club of Marion County.” 
By-laws were drawn by a com- 
mittee of which I was a member. 


Membership in the Gavel Club is| 


open to any member of A.I.B. who 
has satisfactorily completed a pub- 
lic speaking course given under the 
auspices of the local chapter. 

The purpose of the club as stated 
in the by-laws is—“To promote in- 
terest and participation in public 
speaking by bank employees and to 
foster better public relations and 
friendly inter-bank relations in In- 
dianapolis and Marion County.” 

We hope to build the club into a 
speakers bureau for our banks. 


Only a few people can do their 
best work for any great length of 
time without being shown some at- 





Guaranty Trust Company of New York 


140 Broadway 
Fifth Ave. at 44th St. | Madison Ave. at 60th St. 
LONDON ¢ PARIS «+ 


Rockefeller Plaza at 50th St. 
BRUSSELS 





Condensed Statement of Condition, June 30, 1949 


RESOURCES 


Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers. . . . . « + $ 598,809,361.92 


U. S. Government Obligations . . . . « « «+ 1,072,285,191.53 
Loans and Bills Purchased . .. . . . «+ «+ 1,061,252,254.45 
Public Securities . . . -$ 59,470,565.74 
Stock of Federal Reserve Bank ° 9,000,000.00 
Other Securities and Obligations . 7,639,743.75 
Credits Granted on Acceptances . 9,851,025.59 
Accrued Interest and Accounts 
Receivable. . . 7,690,264.57 “ 
Real Estate Bonds and Murigages 1,738,283.07 
95,389,882.72 
Ce Pa a Se ew) i ae es ee 4,896,611.15 
Other Real Estate . «© «© © © eo ec eo ee 36,012.78 


Total Resources . . . « + «+ « $2,832,669,314.55 


LIABILITIES 
Capital . . « « « © « +«$ 100,000,000.00 
Surplus Fund .. . .- «+ +  200,000,000.00 
Undivided Profits . . . « « 70,295,433.86 
Total Capital Funds . . - « $ 370,295,433.86 


$2, 301, 105, 241 -62 
90,589,308.63 


Deposits . e 
Treasurer’s Checks Outstanding ‘ 


Total Deposits ee @. « ale ee: eee 
Acceptances . -$ 13,896,617.23 
Less: Own Acceptances Held for 
Investment . . . «+ «© -« 3,827,246.55 
$ 10,069,370.68 
Dividend Payable July 1, 1949 . 3,000,000.00 
Items in Transit with Foreign 
Branches . es 1,873,167.90 
Accounts Payable, Reserve ‘for 
Expenses, Taxes, ete. . . « 55,736,791.86 
70,679,330.44 


Total Liabilities . . 2 » + «+ + $2,832,669,314.55 


Securities carried at $117,203,476.61 in the above Statement are Pog a to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. 
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DIRECTORS 
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Is it possible to buy insurance 
to repay for a loss resulting 
from forcible possession of personal 
property being taken within the 
premises of the insured? 
a. No; b. Yes, it is called “inside holdup 
insurance.” 
Which of the following has 
a limited negotiability (not 
counting bank stamps)? 
a. Check properly indorsed; b. $10 bill; 
c. Postal Money Order. 
The first numeral in the rout- 
ing symbol indicates the fed- 
eral reserve district in which the 
check is payable. The second indi- 
cates the federal reserve bank or 
branch through which the check 
will be cleared most promptly. The 
third indicates immediate or de- 
ferred availability. With these facts 
in mind, how would you interpret 
the symbol 910? 
a. 9th District, Minneapolis Federal Re- 
serve Bank, deferred availability; b. 9th 
District, Omaha Federal Reserve Bank, 
immediate availability; ¢. 9th District, 


Minneapolis Federal Reserve Bank, ‘im- 
mediate availability. 


Qj From which law is the follow- 

ing statement taken? “An in- 
strument is negotiated when it is 
transferred from one person to an- 
other in such manner as to consti- 
tute the transferee the holder there- 
of. If payable to bearer, it is nego- 
tiated by delivery; if payable to 
order, it is negotiated by the in- 
. dorsement of the holder completed 
by delivery.” 
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(Answers on Page 38) 


a. Negotiable Instruments Law; b. The 
Federal Reserve Act; ¢. Banking Act of 
1933. 


Which of the following items 
on a bank statement are classi- 
fied as liabilities? 
a. Capital; b. Cash; ¢«. Due from banks. 


[4] If a bank were appointed both 

executor and trustee for the 
estate of a businessman, who would 
make the appointment? 


a. A court. b. The beneficiaries. ¢. The 
man’s wife. d. The man himself would 
make the appointment in a will. 


One of the following state- 
ments is a necessary rule for 
a teller. Which one is it? 


a. Compare name in passbook with 
name shown on deposit ticket; b. Enter 
the total of each type of money de- 
posited on the deposit ticket as: “10 
dimes, 15 pennies, 10 quarters.” 

8 | The prefix for transit numbers 
of banks in one state are the 

same. Which state has the prefix 50? 


a. West Virginia; b. New York; ¢. Kansas. 


fp) If you think the following 
statement is true, circle the T 
which precedes it. If you think it is 
false, circle the F. 
T. F. Gold bullion is used in the settle- 
ment of international debts. 
What is the name for a form 
letter which acknowledges the 
receipt of securities by a bank? 
a. Acknowledgment; b. Receipt; ¢. Ad- 
vice. 
The Union and New Haven 
Trust Company of New Haven, 
Conn., supplied the following ques- 





tion: “If someone were to ask you 
if a certain person had a box in your 
vault, what would you reply?” 

a. “Yes, there would be no harm in 


telling you”; b. “Sorry, but our customer 
relationships are confidential.” 


Which of the following state- 
ments is correct? 
a. There are more banks in Alabama 


than in Arizona; b. There are more 
banks in Arizona than in Alabama. 


Which of these names is most 
likely to be heard in most any 
bank in the U. S.? 


a. Chase; b. Pathfinder; ¢. Garve. 


If you were information clerk 
in your bank and a customer 
asked the following question, what 
would be your answer? “Should I 
inventory and itemize my estate in 
my will?” 
a. No, it is impossible to tell now just 
what your estate will be worth at the 
time of your death and, therefore, ex- 
cept for specific gifts, distribution should 
be by shares or proportion rather than 
in definite sums; b. Yes, you should 
make an inventory on the first of every 
year and file it with your will; ¢. You 
will have to see a lawyer about that. 


A deposit from which of the 
following depositors would 
most likely require the use of a 
coin-counting machine? 
a. Street Car Company; b. Bond Sales 
Company; ¢. A correspondent bank. 
From which law is the follow- 
ing statement taken? “The 
Secretary of the Treasury is author- 
ized and directed to issue silver 
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WHEAD 


The Home of 
Herman Melville 


6¢ 4 FINE old farmhouse, 
[\a mile from any 


other dwelling, and dipped to the eaves in 
foliage — surrounded by mountains, old 
woods and Indian pools — this surely is the 
place to write.” That was Herman Mel- 
ville’s description of Arrowhead where he 
wrote “Moby Dick, or the White Whale,” 
his major claim to immortality. 

Melville’s own life reads like fiction. 
After a poverty-stricken childhood he sailed 
as a cabin boy ona ship bound for Liverpool 





Melville made inscriptions om bis favorite fireplace 


and later cruised the Pacific for many 
months on a whaler. When the captain’s 
cruelty became intolerable, he jumped ship 
in the Marquesas and lived among friendly 
cannibals who made him a god. Then he 
worked in Tahiti and spent a year aboard 
a frigate. 


The novels of the sea which Melville . 


wrote on his return to this country imme- 
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diately achieved success, and he was hailed 
not only as the literary discoverer of the 
South Seas but as the first author to present 
a true picture of a whaler’s life. 

In 1847 he married Elizabeth Shaw and 
in 1850 bought a farm near Pittsfield, Mas- 
sachusetts, which he called Arrowhead in 
memory of his whaling days. Here he hap- 
pily settled down to writing and enjoying 
himself as an amateur farmer. 
The house, built in 1780, is 
still standing and is at present 
privately owned. 

“Moby Dick,” finished in 
1851 and dedicated to his 
close friend Nathaniel Haw- 
thorne, was Melville’s swan 
song. Most of the literary re- 
views were unfavorable and 
the sales were poor. He was 
never again to experience his 
early popularity and lived to 
see his greatest work ignored, 
though the passing of time has 
brought full recognition to this 
masterpiece, hailed by modern 
critics as “a great prose epic that has no 
equal in American literature.” 

Thereafter, the course of Melville’s for- 
tunes was downward. He lived a life of 
almost complete obscurity at Arrowhead 
and later in New York. The irony of the 
final phase of his career is illustrated by the 
comment of an English critic who wrote on 
his return from America that he had vainly 





sought for “the one great writer fit to stand 
shoulder to shoulder with Whitman on that 
continent.” And after Melville’s death an 
editorial in The New York Times com- 
mented, “There has died in this city dur- 
ing the current week a man who is so lit- 
tle known even by 
name that only one 
newspaper carried 
an obituary account, 
and this was but 
three or four lines 
...Herman Melville, 
a teller of tales of 
the South Seas. ... 
He has died an 
absolutely forgotten man.” 


Author of “Moby Dick” 


This was the epitaph of Herman Melville, 
acclaimed by many of today’s critics as 
America’s most original author and one of 
the masters of English prose. 


* * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and the 
bomes of American industry. 


* THE HOME * 
SPrsurance Company 


Home Office: 59 Maiden Lane, New York 8,N.Y. 
FIRE . AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
Copyright 1949, The Home Insurance Company 
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certificates in such denominations 
as he may from time to time pre- 
scribe in a face amount not less 
than the cost of all silver purchased 
under the authority of Section 3 
and such certificates shall be placed 
in actual circulation.” 
a. Negotiable Instruments Law; b. The 
Federal Reserve Act; c. Silver Purchase 
Act of June 19, 1934. 
If the interest on $1,000 for 
twelve months was $40, at 
which rate was it computed? 
a. 6%; b. 5%; ¢. 4%. 


The photograph herewith 
shows Zillah M. Pirie, safe de- 


posit supervisor of the California 
Bank, Los Angeles, showing high- 
school students through the institu- 
tion. To what is she pointing? 


a. An automatic time clock on the heat- 
ing system; b. Four time clocks on the 
safe deposit vault door; ¢. The mechan- 
ical mechanism by which the vault door 
is opened. 


Which of the following is not a 
correct statement? 


a. An acceptance house is a corporation, 
more properly known as a “discount 
corporation,” which deals in bankers 
acceptances, trade acceptances, and 
commercial paper; b. Acceptance liability 
is the obligation assumed by a bank to 
pay bankers acceptances drawn by its 
customers; c. The officer in charge of the 
administration of the banking laws in 
all states is called Bank Commissioner. 


If you were asked to post the 
total of demand deposits for 
the day, in which book would you 
post it? 
a. Individual ledger; b. General ledger; 


ce. Due to banks ledger; d. Inactive 
ledger. 


Answers to Bankers Monthly 


Quiz No. 74 


b. This type of insurance 

should be carried by any bor- 
rowing customer who has consider- 
able cash on the premises. 


c. A postal money order can- 

not be indorsed by more than 
one person other than the payee. 
In other words, it cannot be passed 
from person to person an unlimited 
number of times as a check or a $10 
bill can. 


c. Minneapolis is the location 

of the Federal Reserve Bank of 
the 9th Federal Reserve District. It 
is the head office, which is indicated 
by the number 1, and the zere indi- 
cates immediate availability. 
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a. The Negotiable Instruments 

Law is the one which author- 
izes certain types of instruments to 
be negotiated. 
a. Capital is a liability be- 

cause it belongs to the stock- 
holders rather than to the bank as 
an institution. The “cash” and “due 
from banks” belongs to the bank as 
an institution. 

d. As a bank employee, it 

would be wise for you to rec- 
ommend to your friends that they 
appoint your bank trustee of their 
estates in their wills if your bank 
has a trust department. 
a. It is, of course, not neces- 

sary to enter the types of coins 
received in a deposit in the pass- 
book. 


fj] >. All banks in the state of 

New York except those in New 
York City, Buffalo, and Albany 
have the prefix 50. Each of the cities 
mentioned has its own prefix. New 
York City is 1, Buffalo is 10, and 
Albany is 29. 


True. The principal use of 

gold bullion is to settle inter- 
national debts. It is no longer used 
for making gold coins in the United 
States. 


10] c. Sometimes a bank sends an 
advice by mail; sometimes it is 

a wire advice. 

b. Information regarding the 
business of a bank depositor or 

a vault box renter should never be 

given to anyone except the customer 

himself, and great caution should 


be used in giving information over 
the phone, even though it is be- 
lieved it is the customer calling. 


a. There are 225 banks in 
Alabama and only 13 in Ari- 

zona, That is partly due to the fact 

that Arizona has branch banking. 


a. The Chase National Bank, 

of the City of New York has 
so many correspondents throughout 
the country that the word “Chase” 
is likely to be familiar in most 
banks. Certainly the name “Path- 
finder” and the name “Garve” are 
not commonly heard in banks. 


a. While it might be consid- 

ered wise to refer a customer 
asking such a question as this to his 
attorney, it certainly would not be 
wise to make reference as indicated 
under c. If you think a would not 
be a good answer, give yourself 
credit, for the best answer of all 
for an information clerk to give to 
such a question is not listed as 
either a, b, or c. The best answer 
for an information clerk to give 
would be, “May I suggest that you 
see our trust officer, who sits at the 
third desk on the right.” Such infor- 
mation is best given by an officer, 
and, in this case, by a trust officer. 


ib} @. A street car company is 

likely to bring quite a large 
quantity of small change to the 
bank. It is true that some banks 
require the street car company to 
roll these coins and count them, but 
there are cases, especially in smaller 

(Continued on Page 43) 
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MANUFACTURERS 
TRUST COMPANY 


June 30, 1949 


RESOURCES 

Cash and Due from Banks . . . . 
U. S. Government Securities . . . 
U. S. Government Insured F. H. A. 
Mortgages. ee wee e 4 
State and Municipal Bonds. . . . 
Stock of Federal Reserve Bank . 
Ouber Securities . . 1. 1 et 


Loans, Bills Purchased and Bankers’ 
Acceptances 


Mortgages 

Banking Houses 

Other Real Estate Equities . 
Customers’ Liability for Acceptances 
Accrued Interest and Other Resources 


LIABILITIES 


Capital. . . . . $45,000,000.00 
Surplus . . . .  60,000,000.00 
Undivided Profits 30,860,436.30 
Reserve for Contingencies . . 
Reserves for Taxes, 

Unearned Discount, Interest, etc. . 
Dividend Payable July 15,1949 . . 
Outstanding Acceptances . . . 


Liability as Endorser on Acceptances 

and Foreign Bills — 
Cash held as Collateral or in Escrow 
a eae ee oe ee 


Condensed Statement of Condition as at close of business 


$ 755,927,142.37 
988,407 ,904.67 


7,423,396.74 
18,907,977.33 
3,150,000.00 
17,267,578.52 


977,362,541.22 
17,335,396.83 
10,235,107.79 
450,815.40 
4,519,327.79 
6,493,866.92 


$2,407,481,055.58 


$ 135,860,436.30 
4,522,814.45 


7,414,353.53 
1,350,000.00 
4,891,627.05 


2,963,196.90 
15,833,017.79 
2,234,645,609.56 
$2,407,481,055.58 


United States Government and other securities carried at $75,965, 774.77 are pledged to secure 
P 


public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 


MORE THAN 75 OFFICES IN GREATER NEW YORK 


European Representative Office: 1, Cornhill, London, E. C. 3 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 




















‘Staff Magazines Encourage 


Employees lo Advance 


BANK’S staff magazine is one 
of the links between em- 
ployees and management. It 

is, therefore, an important feature 

of the personne] relations programs 
of those banks which use it. 


Through this medium, bank of- 
ficers help the employee to feel as if 
his present job is where he belongs 
permanently. This feeling of “be- 
longing” is being accomplished by 
fostering friendships with other 
workers through club news and 
friendly bits of gossip. An employee 
is less likely to leave a job in which 
he has made good friends. 


Banks also are preparing the em- 
ployee for advancement by famil- 
iarizing him with the operations of 
other departments. This procedure 
helps his morale as well by illus- 
trating to him the important part 
which his one job plays in the effi- 
cient functioning of the bank. 


In addition to providing a friendly 
atmosphere, and telling the em- 
ployee how the entire bank oper- 
ates, staff magazines inspire their 
employees to “be somebody” in the 
bank as well. The best way to ad- 
vance in the bank, infer these maga- 
zines, is to be efficient, responsible 
and pleasant. 


“Be Responsible” 


Equitable Echoes, staff produc- 
tion of The Equitable Trust Com- 
pany of Baltimore, Md., recently 
encouraged its employees with the 
following article: 


“Public Relations Is: 


—the way the president speaks to the 
small depositor when he meets him. 

—It’s the way the tellers shove the 
checks back to a depositor who has for- 
gotten to indorse them. 

—It’s the way the secretaries answer 
the telephone. ’ 

—It’s the way the loan officers handle 
the nervous, timid young borrower who, 
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“Be Personable, Efficient, Responsible” 


for the first time, comes up against the 
ogre of making a loan. 

—It’s the manner in which a customer 
is informed that his credit has been over- 
extended. 

—Publiec Relations is the way we handle 
a housewife who is always overdrawing 
her account. 

—It’s the way the clerks, stenographers, 
runners, janitors and the entire staff refer 
to the bank when they come home at night 
or when they are in a group of friends. 

—Public Relations is the atmosphere of 
the bank lobby; it’s the location of the 
officers’ desks; it’s the smiles on the faces 
of everyone in sight; it’s the way we write 
our letters. 

—It’s the number of people we have 
working for our civic enterprises, the Red 
Cross, the Community Fund, the activities 
of our Churches. 

In fact, Public Relations is every act 
of every employee and officer during every 
waking hour of the day or night. 

—Public Relations is what the public 
thinks, feels and says about you and your 
bank, and, remember, public opinion is 
simply the combined opinion of every in- 
dividual, big or little, in the community. 

—The creation of good will has been a 
vital factor in the splendid growth of The 
Equitable. And, having built a good name, 
a good reputation, it is imperative that we 
be alert constantly not only to maintain 
the public relations we enjoy but also to 
extend and broaden that good will by the 
continuing application of friendly, helpful 
service to sound banking practices.” 





“Be Personable” 


The responsibility of being pleas- 
ant in order to succeed is advocated 
in the following excerpt from an 
article written by Edith B. Rocke- 
charlie, published in No Protest, 
employee magazine of the State- 
Planters Bank and Trust Company, 
Richmond, Va.: 


“The other day, the waitress who waited 
on me for lunch was so unhappy that I had 
indigestion. She had brought her troubles 
to work with her and, somehow or other, 
they had got into my meat loaf. It was 
good meat loaf, too, done to a nice golden 
brown, and proudly dressed with a perky 
piece of parsley. It should never have been 
served with a sigh! 

“The linen was spotless and the service 
placed just right, and I had all the little 
attentions due me as a customer who had 
the price of the $1.25 special, but I knew 
without even looking around that I was 
in the presence of a martyr. 


“T believe the average person is not too 
demanding by nature. He is easy to please, 
as a rule, if he sees that a pleasant effort 
is being made to please him. During the 
morning rush hour, he will even accept 
toast that is a little burnt if it is handed 
to him with a look of apology, and it 
matters little if the coffee slops over the 
side of the cup a bit. It’s all in -how it 
was set down in front of him. 

“If he looks up over his not-too-well- 
done pancakes and sees an honest smile or 
hears a cheerful word, he’s pretty apt to 
drown them in maple syrup and eat them 
with a fair amount of enjoyment. It’s 
when he’s made to feel a bother in some 
subtle way, or when some unnamed gloom 
reaches out and touches him from behind 
the eounter that what he eats lies heavily 
in his stomach. 

“We all have mornings when we awaken 
feeling as if we cannot possibly face the 
day. Just having to get out of bed is an 
affront for some, and the idea of a day’s 
work ahead can be sheer torture at five 
minutes to seven in the morning. 

“This feeling, fortunately, can usually 
be shed with our pajamas, washed off in 
the shower, or buried under a good break- 
fast. But sometimes, real troubles, such as 
the baby being sick or the rent unpaid, 
follow us to work and sit with us at our 
desk all day. They stay there unseen, but 
strongly felt by everybody around and 
everybody who comes into contact with 
us. 
“The little office girl would like to enter 
college in the fall, but since she has been 
working, her parents have seemed less 
worried about finances and things have 
been happier at home. They would not 
for the world tell her she is so needed that 
she should give up her idea of further 
education. 

“She has to figure it all out for herself 
and it’s a big problem for a young mind 
eager for the advantages and fun of col- 
lege life to make. It keeps her awake some 
nights, and some days at work she seems 
unattentive and preoccupied. She is less 
efficient because her problem, at the pres- 
ent moment, is bigger than her job. 

“The young bookkeeper wants to give 
his girl a diamond ring, but Dad thinks 
he should wait until he can pay cash for 
it. He’s willing to wait (Dad usually makes 
good sense) but maybe the girl isn’t. Be- 
sides, he’d said something about it the 
other night under the moon and his girl 
was probably expecting a ring on her 
birthday next week. 

“Should he tell her what the old man 
thinks and ask her to wait? Or should he 
go ahead and buy the ring on time? He 
fumbles wearily through the endless 
checks and turns the question over and 
over in his mind. He is irritable when 
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someone asks him for a balance. His 
friends around him miss his good-natured 
banter and ready cooperation. He with- 
draws deeper into himself and broods over 
his problem silently. The people working 
around him feel unhappy and ill at ease 
with him. 


“The young man in the teller’s cage 
can’t find an apartment and his wife re- 
fuses to live in his mother’s home an- 
other day! Why can’t they get along? 
Why can’t he get an apartment some- 
where? What’s the matter with everybody 
anyway? The customer he had just waited 
on felt uneasy as he drew aside. He knew 
all his money was there, but he felt 
cheated. Where was the usual cheerful 
greeting and pleasant grin? He went away 
feeling vaguely depressed. 

“Maybe you stayed too late at the stag 
party last night. Besides nursing a hang- 
over, you are also in the dog house. The 
man who came to your desk to make a 


loan seemed worried and uncertain of 


himself. You felt too badly yourself to go 
all out to put him at his ease. 


“‘He got his money, didn’t he?’ you ~« 
ask yourself. ‘What more did he want?’ If 


the truth be known, he probably felt badly 
about having to borrow money in the first 
place. Me needed assurance from you that 
he had come to the right place for it and 
that you were there to help him. He 
needed a little boost to his self-esteem 
which you could have given him by show- 
ing special interest in his problem and 
your confidence in his ability to pay back 
his loan. But your hangover and the harsh 
words passed between you and your wife 
that morning crowded him out and he 
went about his business strangely dissatis- 
fied with himself, you, and your institu- 
tion. 

“The point is: there is no point in bring- 
ing your troubles to work with you. You 
won't be able to do anything about them 
here, nor are you capable of making any 
intelligent decision about them with your 
job and its obligations interrupting your 
thoughts. All you do is mull over what’s 
bothering you, fret about it, and wear 
yourself out generally both physically and 
mentally. . 

“Until you can do something about 
your troubles, cast them aside while you 
are at work. If they get too much for you, 
seek help with them. Talk with a true 
friend or your pastor. If it is something 
that will affect your job, talk it over with 
your employer. You will find him sur- 
prisingly understanding and ready to help 
you. If it is your job you are unhappy 
about, tell him about that, too. If he can’t 
do anything about it right away, he can 
at least have it in mind to consider when 
he can help you. He has a right to know 
what’s eating on you. 

“In the meantime, it is unfair and un- 
sporting to inflict the gloom of your 
troubles on others. They have troubles, 
too, and some of them are worse than 
yours. 

“In the mornings when you check before 
your full-length mirror, and note with 
satisfaction that your seams are straight, 
no slip showing, your suit pressed and 
trousers creased to perfection, take. an 
extra little look. Are your troubles show- 
ing? If they are, you’d better do some- 
thing about it or they will show all day!” 


“Be Efficient” 


The First National Bank of Louis- 
ville, Ky., encourages perfect at- 
tendance as a possible path toward 
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FAST, DIRECT, 
DISCREET COMMUNICATION 


TELESCRIBERS! 


Send Handwritten 
Messages via Wire 
Instantly, to One 
or More Points... 
oo 4 pf. to 

t. or ig. to 
Bids. 







No need to embarrass clients 
with audible check-ups between 


bookkeeping department, paying tellers, 
statement clerks, or other departments involved in a transaction— 
when you use the confidential TelAutograph Telescriber System. 


TelAutograph Telescribers transmit messages in the sender's own 
handwriting. Both sender and recipient have identical copies of the 


message for reference. 


Increase client good will, speed inter-depart- 
mental co-operation—with TelAutograph 
Write TODAY for literature 
describing how TelAutograph Telescribers 
help banks function more economically, 
more efficiently. There’s no obligation. 


Telescribers! 





CORPORATION 


16 West 61 Street, New York 23, N. Y. 


"Handwritten, Messages Deliver Themselves... Wile. You Wie. 





promotion in the following article: 


“We have often heard the remark: ‘he 
is dependable, loyal and conscientious.’ 
One of the best indications of these char- 
acteristics is regular attendance. 

“You probably have also heard the fol- 
lowing quotation: ‘Unnecessary or un- 
planned absenteeism does not make any- 
body’s heart grow fonder. If you need the 
job, the job needs you,’ 


“Tn examining our personnel records, we 
find a number of our employees have a 
perfect. attendance. The following figures 
do not include administrative or executive 
employees who are not required to sign 
the time sheet: 








Entire Employed Combined 


Yearof During Totals 
1948 1948 

Employees 

with Perfect 

Attendance 38 23 61 
Employees 

Absent 1 Day 36 11 47 
Employees 

Absent 2 Days 19 9 28 
Total Employees 

with 2 Days’ 

Absenteeism 

or Less 93 43 136 


(Following this table was a list of names 
of the employees with perfect attendance.) 
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“Perfect attendance for some of our 
employees was marred by illness, a death 
in the family, or other justifiable causes, 
and we sincerely wish that our employees 
will enjoy the best of health and happiness 
in 1949.” 


Ambition Brings Success 


In addition to pointing out the 
equipment one must possess to “get 
ahead,” staff publications kindle the 
ambition in employees in articles 
such as the following. It was pub- 
lished in the Republic Rambler, 
staff magazine of the Republic Na- 
tional Bank of Dallas, Tex. 


“Robert Louis Stevenson, in his 
essay ‘The Lantern Bearers’ tells 
the strange and secret rites of a 
band of boys, of which he was one. 

“They would gather in a lonely 
place on some dark night, wearing 
tightly buttoned topcoats. The anx- 
ious question would pass from lip 
to lip, ‘Have you got your lantern?’ 
and the answer would be a proud, 
‘Yes.’ For each member of this odd 
cult was required to have a lighted 
bull’s-eye lantern at his belt, the 
slide shut, his coat tightly buttoned, 





J FIRST NATIONAL BANK 


IN ST. LOUIS 


| 


| 


* 


Statement of Condition, June 30, 1949 


Cash and Due from Banks 

U. S. Government Securities 
Loans and Discounts 

Other Bonds and Stocks 

Stock in Federal Reserve Bank 


and Fixtures 


Acceptances, etc. 
Accrued Interest Receivable 
Overdrafts 
Other Resources 


Capital Stock 
Surplus 
Undivided Profits 


and November 30, 1949 
Unearned Discount 
Other Liabilities 
Demand Deposits 


Time Deposits 
U. S. Government Deposits 








Banking House, Improvements, Furniture 


Customers’ Liability a/c Letters of Credit, 


LIABILITIES 


$10,200,000.00 
10,200,000.00 


Dividend Declared, Payable August 31, 1949, 
Reserve for Taxes, Interest, etc. 
Liability a/c Letters of Credit, Acceptances, etc. 


$339,543,139.31 
60,067,284.01 
9,206,077.95 
Total Deposits 


RESOURCES 


$112,132,853.64 
160,567,335.65 
155,276,887.84 
10,884,553.72 
612,000.00 


595,603.39 


736,014.94 
917,468.59 
11,811.64 
1,654.42 
$441,736,183.83 


8,888,163.35 29,288,163.35 
600,000.00 
1,778,452.01 
286,767.07 
941,290.25 
25,009.88 


408,816,501.27 
$441,736,183.83 





St. Lovis’ Largest Bank 


Member Federal Deposit Insurance Corporation 





not a ray of light escaping. Then, at 
a certain time and place, the coats 
would be unbuttoned and the lan- 
terns revealed. 

“The fun of it was supposed to be 
in concealing from everybody ex- 
cept those in the know the fact that 
each individual had a lighted lan- 
tern at his belt. 

“Here is a stimulating idea. Let us 
ask you the secret question: ‘Have 
you got your lantern?’ Is there 
some ambition that you are carry- 
ing in your heart beneath a plain 
exterior which, although unknown 
to others, you know sets you apart 
from them? Does it give you the 
hope that some day you will be 
able to throw aside the dark cloak 
of ordinary accomplishment and re- 
veal bright and unsuspected talents? 


Driving Faith in Self 
Ingredient of Success 


“Actually, there may often be no 
observable outside differences be- 
tween those who are headed upward 
and those who are stationary or 
headed downward, but the person 
who has that secret driving faith in 
himself—that light of purpose shin- 
ing underneath, will succeed. 

“You have chosen banking as a 
profession and you have chosen 
well. There can be a life ahead of 
you which will offer you more than 
money, desirable though that is. It 
can offer you exceptional opportu- 
nities for service to others. It can 
bring personal distinction, the pride 
and responsibilities of leadership. 
Not all will achieve these things. 
Not all will be worthy of their op- 
portunities. Not all are now prepar- 
ing for them. 

“What about you? ‘Have you got 
your lantern?’ And is it a bull’s- 
eye lantern focused on some bull’s- 
eye objective in life?” 


Thrift 


Sense of security is its only 
reality. It lies not in getting 
the wherewithal to live 
through gift, but in the oppor- 
tunity to compete for gain 
under fair laws administered 
impartially. Sense of security 
comes from a driving desire 
to earn through work and 
enterprise.—Dave Thompson 
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(Continued from Page 38) 
places, where the coins are brought 
1 a mixture. 


c. This is not a matter that 
would be covered in the Nego- 
























t tiable Instruments Law or in the 
. Federal Reserve Act 
c. This answer should be con- 
‘ sidered an easy one, for 4% 
3 of a thousand dollars is $40. 
e b. Four time clocks are used 
Z to make sure that at least one 
7 will be operating. The vault com- 
" bination cannot be manipulated un- 
t til a certain time, depending upon 
e how the three time clocks are set. 
© They are all set at the same time. 
k The reason for three is only to safe- 
ij guard against something going 
wrong with one or two. 
c. The officer in charge of the 
administration of the banking 
laws of Illinois is known as the 
sé “Auditor of Public Accounts.” In 
# several states, this official is not 
d called ‘Bank Commissioner.” 
Me b. The total of demand de- 
n posits is posted in the general 
. ledger. 
a 
n Reprints of Career Article 
of For Employees 
“ Several of our banker friends saw 
be an opportunity to help their em- 
= ployees understand the-advantages 
le of working in a bank by distributing 
reprints of the article in July, 
“ BANKERS MONTHLY, entitled, 
th “l’m Making Banking My Career.” 
# For that reason, a quantity of re- 
prints has been made and they are 
ot available to other readers who 
* would like to have them. 
i In the article, ten employees each 





gave his own reasons for selecting 
banking as a life work. In all, 16 
different reasons were listed. Nat- 
urally, it is very helpful to an em- 
ployee who has not fully decided as 
to his career to know why employ- 
ees in other banks believe that 
banking is the best type of work. 

Reprints in quantities of 200 or 
less may be had at five cents each. 
In quantities greater than 200, the 
price is three cents each. Address 
your order to the Reprint Editor, 
BANKERS MONTHLY, 536 South 
Clark Street, Chicago 5, IIl. 


August, 1949 
















VALLEY 
MATIOMAL 
BANK 


STATEMENT OF 


CONDITION 


JUNE 30, 1949 


RESOURCES 


Cash and Due from Banks . 
U. S. Government Bonds 


$ 47,786,744.28 
67,947,101.00 


Other Bonds and Securities 14,861,632.44 
Loans and Discounts 100,548,093.85 
Bank Buildings 1,578,051.83 
Furniture and Fixtures 661,768.90 
Other Real Estate Owned 117,287.59 
Accrued Interest Receivable 899,854.89 
Customers’ Liability on L/C 161,913.20 
Other Resources . . . ‘ 395,487.23 
Total Resources . $234,957,935.21 

LIABILITIES 
Deposits 220,546,839.70 
Unearned Discount Boss 1,769,473.31 
Letters of Credit , 161,913.20 
Reserves for Taxes, Interest, ote. 1,317,099.20 
Capital Funds 

Preferred Stock $ 700,000.00 

Common Stock 3,250,000.00 

Surplus 4,000,000.00 

Undivided Profits. 2,012,609.80 

Reserves . 1,200,000.00 11,162,609.80 


Total Liabilities . 


HOME OFFICE 





et 
=a 


+ + $234,957,935.21 


PHOENIX, ARIZONA 


Largest Bank in the Rocky Mountain States 


VALLEY NATIONAL BANK 


GLENDALE TOLLESON WICKENBURG PHOENIX TUCSON CASA GRANDE SUNNYSLOPE HAYDEN 


MIAMI SUPERIOR COOLIOGE DOUGLAS 


GLOBE CLIFTON PRESCOTT CHANDLER 


SAFFORO KINGMAN LITCHFIELD PARK AJO MORENC! MESA NOGALES WINSLOW WILLCOXK 


MEMBER OF THE FEDERAL DEPOSIT INSURANCE CORPORATION 





“Simplified analysis plans have been tested by time and 
experience in large and small banks in all parts of the country.” 


It is our opinion that protesting a check gives a depositor more 
inconvenience than protection. However, we see no relief without a 
change in the Negotiable Instruments Act.—A. M. Ackerman, comp- 
troller, County First National Bank, Santa Cruz, Calif. 
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process-resistant or special mate- 
rial marking; and sample or owner- 
ship marking. 

The booklet is offered without 
obligation to chairmen of boards, 
directors, active management offi- 
cials, accounting and bookkeeping 
department heads and others re- 
sponsible for safeguarding the in- 
terests of stockholders or owners. 
Write to the Cummins Business 
Machines Corporation, 4788 North 
Ravenswood Avenue, Chicago 40, 
Illinois. 


How To Guard Against Fraud 
Told In Cummins Booklet 


The biggest hidden loss in Ameri- 
can business today—loss by em- 
bezzling—is the subject of a 20- 
page booklet, “How to Guard 
Against Fraud and Loss Through 
Error and Negligence,” prepared by 
Cummins Business Machines Cor- 
poration. 


This newly revised edition ana- 
lyzes causes of embezzlement by 
“trusted” employees and discusses 
the various methods used to em- 
bezzle. It outlines pretective meas- 
ures Management can take to elim- 
inate this ever-present threat to the 
capital structure of any firm. 


Pitney-Bowes Introduces 
New Postage Meter 

A postage meter only a little 
larger than a dial telephone, yet a 
complete, self-contained metered 
mailing machine that stamps and 


The booklet also covers protec- 
tion and control of other business 
functions; validating; canceling; 


marking multiple 
automatic numbering; coding; pre- 
installment payments; 
performance 


billing 
ceipting; 


office 


Check What You Need And Mail This Form 


Accounting Machines 
. Adding Machines 
. Addressing Machines 
. Air vo mengeony | 
. Architects and Builders 
Bandit Resisting Enclosures 
and Alarm Systems 
. Bank Building Fixtures 
. Bank Directories 
. Banking by Mail Envelopes 
. Binders, Check, Bookkeeping, 
Ledger 
. Bookkeeping Equipment 
. Bronze and Brass Signs 
. Calculating Machines 
. Chairs, Posture, Office 
. Changeable Signs 
. Checks 
. Check Book Covers 
. Check Cancelling Perforators 
. Check Desks 
20. Check Endorsers 
. Check Files 
. Check Protectors 
. Check Signers 
. Check Sorters 
. Check Sorting Trays 
. Christmas Savings 
in Bags 
. Coin Boxes 
. Coin Changers 


CON MMPwne 


THE BANKERS SECRETARY 


30. 


32. 
33. 
34. 
35. Counter Screens 64. 
Coupon Books 65. 
37. Currency Straps 

. Dating Machines and Stamps 67. Pho 

. Deposit Ticket Files 68. 
= Desk Pen Sets 


42. 


36. 


44. 
46. 


Coin Counting Machines 58. 
31. Coin Counting and Packaging 59. 
60. Night Depository Bags 
Coin Envelopes 61. Pass Books 
. Past Due Notices 
63. Pay Roll Envelopes 


Machines 


Coin and Currency Trays 
Coin Wrappers 


Stainless Steel 


Forms, One-Time Carbon 


48. Forms, Continuous 


49. 
50. 


- Interest Tables 
52." Lamps 

. Lighting Systems, Fluorescent 
54. Locking Envelopes 


Grilles and Gates s 
Inter-Office Communicating 
Systems 


. Proof 
69. Railings 
Doors, Bronze, Aluminum, 70. 
71. Rubber Stamps 
Duplicators 72. 
43. Expanding Filing Envelopes 73. 
Expanding Mailing Envelopes 74. 
45. Filing Cabinets 7 


Name Plates and Desk Signs 
Night Depositories 


Personalized Checks 
Personal Loan Advertising 


66. + er Loan Systems 


— Bank Systems 
achines 


Recorders, Voice 
Safes, Fire and Burglar-Proof 


Safe Deposit Boxes 
Safe Deposit Records 


5. Savings Banks, Home, Pocket 
6. Forms, Machine Bookkeeping 76. 
47. 


Scales, Postal, Parcel Post 


77. Seals, Coin Bag 
‘ a Notary, etc. 


Storag 


79. 
; Toneend Delayed Time Locks 
81. Time Stamps 
. Travelers Checks 
83. Typewriters 
oe Typewriter Stands 


. Maps 86. 
. Metered Mail Systems 87. 
. Money Orders 


Vaults 
Vault Equipment 
Visible Records 


88. Windows and Lobby Displays 


Rand McNally and Co., 536 So. Clark St, Chicago 5, Ill. 


Please have buying information sent us on the items circled above. 


forms; 


re- 
marking; 


seals mail of all kinds and classes, 
has been announced by Pitney- 
Bowes, Inc., Stamford, Conn., which 
has begun national distribution 
through branch sales-service offices 
in 86 principal cities. 


The “DM,” as:it is called, prints 
postage of any value, as and when 
needed, directly on the envelope. 
The stamp is a regulation U. S. 
metered mail imprint, complete 
with a dated postmark and, option- 
ally, the user’s own advertisement 
or message, trademark or mono- 
gram. 


BANKING ENVELOPES 


For oy og ater Me 


Expanding Envelo 
Eavelopes, Safe Keeping Bove olen 
Depasement Files and 
Special Bank — 
Send for complete catalogue in color 
AMES SAFETY EP VELOCE COMPANY 


1 Vine Street Bost “Lass 
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The operation is easy and re- 
quires no special training, the com- 
pany said. The user simply “dials” 
the stamp value wanted and presses 
a lever. Envelope sealing is accom- 
plished by a moistening mechanism 
built into the meter. A small con- 
tainer of gummed tape, fitted in 
place instantly, provides postage 
for parcel post and bulky pieces. 


New Aristocrat Steel Files 


Advantages offered the business- 
man by the new Aristocrat steel 
files are depicted in a folder, ‘“‘Aris- 
tocrat for Performance,” just re- 
leased by Remington Rand, 315 
Fourth Avenue, New York 10. 

Aristocrat files are made in a 
variety of sizes—two- to five-drawer 
heights in both letter and legal 
capacities—to meet any filing re- 
quirement. Heavy gauge steel, spot 
welding and rigid construction, 
combined with drawer-slide sus- 
pension, guarantees extra long life. 

The Gray-Rite finish of the Aris- 
tocrat is especially blended to com- 
plement any color—oak, mahogany, 
walnut, green or brown. 

To obtain this pamphlet without 
obligation, write to Remington Rand 
and specify folder LBV 444. 





Mailers’ Equipment ‘Co. 
Offers Addresser 


The Master Addresser—an inex- 
pensive, portable addressing ma- 
chine that easily addresses 700 to 
1000 post cards or envelopes an 
hour, has been introduced by Mail- 
ers’ Equipment Company. 


| 
| 
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The Master Addresser is as sim- 
ple to operate as a stapling machine. 
Use any typewriter to type ad- 
dresses on a master roll. Place the 
roll in the machine and run it off, 
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SOLVE YOUR COIN HANDLING 
AND AUDITING PROBLEMS 


With These Dependable 
JOHNSON P/oducts 






























For COIN AUDITING eee It’s the 
DOWNEY-JOHNSON COIN COUNTER 


Model 20 PH counts, wraps or bags pennies, nickels, dimes, 
quarters and halves. Compact, light-weight, portable. 
Smooth, efficient, quiet. Negligible maintenance. Counts 
and wraps 175 rolls of coins per hour; bags 35,000 coins 


per hour. Saves time and money. 
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For COIN CHANGING eee 
It's the JOHNSON 


Lightning CHANGE-MAKER 


Designed for banking service. Quick, accurate, easy to 
operate. Stops short-change and over-change. Handles 
rush-hour lines without extra help. Smartly styled. De- 
signed for long, trouble-free service. Available with 
either right or left-hand delivery. 





For CRIMPING ece lt’s the 
NEW DOWNEY-JOHNSON 
UNIVERSAL CRIMPER 


Crimps cartridge, gunshell and tubular coin wrappers— 
short, regular or long. Equipped with 5 interchangeable 
crimper heads—pennies, nickels, dimes, 
halves. Eliminates need for varying lengths of wrappers. 
Compact, simple, sturdy, trouble-free. Adjustable for 
standing or sitting positions. Specify AC or DC. 


quarters and 





Consult your supplier or write for details 


JOHNSON FARE 





stamping the addresses you want as 
they come up. One typing serves 
for up to 100 uses of the list. Neither 
stencils, ribbons, plates, nor ink 
are used. 

The unit costs $30.47 complete 
with supplies for a list of 500 names. 
Supplies for each additional 500 
names cost $3.25. The machine 
weighs 10 lbs., and measures 12” x 
9” x 7%". For further information 
write Mailers’ Equipment Com- 
pany, 40 West 15th Street, New 
York 11, N. Y. 


BOX COMPANY 


SUBSIDIARY OF BOWSER, INC. 


4619 N. Ravenswood Ave., Chicago 40, Ill. 
New York Office: 420 Lexington Ave., New York 17, N. Y. 





Remington Rand Offers 
New Record-Keeping Device 


A push-button, mechanized rec- 
ord-keeping device has been de- 
veloped by Remington Rand, Inc., 
315 Fourth Avenue, New York City. 

An electrically operated unit, 
called Robot-Kardex, offers the ad- 
vantages of the Kardex visible rec- 
ords in a combination desk and 
cabinet (255% inches wide, 63 inches 
high, and 5314 inches deep) which 
selects the desired record instantly 
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and delivers it on a firm writing 
surface at desk height. 

The unit takes an average of only 
three seconds to produce the proper 
record slide, cuts employee fatigue 
to a minimum and holds 59 per cent 
more sets of visible records per 
square foot than the standard Kar- 
dex housing. 

Robot-Kardex consists of a metal 
unit holding 4,020 sets of Kardex 
records in 60 trays, or slides, and a 
desk-top extension at which a clerk 
sits. When she taps one of the keys 
of a control panel on the desk sur- 
face, the Kardex slide that has been 
in use returns automatically into 
the cabinet and the one she has 
chosen appears, positioned me- 
chanically at the right level for 
quick reference or posting. 

Without budging from her chair, 
reaching or changing her posture, 
the clerk has 4,020 separate sets of 
visible records at her fingertips. 

The files have all the advantages 
of Kardex—visible indexing, vis- 
ible colored signaling, and auto- 
matic computing charts. Slides are 
not “locked in” the cabinet; any 
one of them can be easily removed 


from the desk extension if 
needed elsewhere. 

It has been estimated by Reming- 
ton Rand that a clerk can boost her 
production by at least 30 per cent 
with the new automatic system. In 
terms of a $2,000-a-year salary, 
that means a saving of $600 a year 
for the employer on every clerk 
using Robot-Kardex. 


it is 


New Cardineer File 
Rotates Horizontally 

An addition to the Diebold Com- 
pany’s Equipment line, the Cardi- 
neer Horizontal Rotary File, re- 
volves in a horizontal, instead of a 
vertical, plane. Thus, all the records 
are in a natural position for posting 
or reference without removing 
them from the rotor. 

This compact unit breaks down 
large concentrations of records into 
small work-units, gaining the ad- 
vantage of a high degree of control 
and accessibility. Where there is a 
large amount of casual reference by 
persons other than the regular op- 
erator, this breakdown of records 
allows several persons to use them 
free of interference with each other, 
saving the time that would be lost 
otherwise. 

Each file holds up to 2,700 records 
in a convenient working position; 
there are no containers to open; no 





drawers to pull out. A _naturai, 
wide-open working “V” makes ‘t 
easy to post to the records in their 
normal position on the rotor. All 
the advantages of Cardineer Rotary 
Filing are now offered for smaller 
installations through this horizontal 
Cardineer. 











No adjustment is necessary when 
adding or removing a record—rec- 
ords are added or removed in one 
motion at any place in the file. Both 
the tops and bottoms of the records 
are exposed for signaling purposes, 
making it possible to scan all the 
records on the rotor for signals at 
a glance, assuring that records re- 
quiring immediate action are not 
overlooked. 

Records are housed on three re- 
movable trays, allowing distribu- 
tion of record-keeping work. These 
trays are self-supporting when off 
the rotor. Records in a large variety 
of sizes up to 8 x 8, or 9 x 5% inches, 
can be accommodated on this all- 
steel file. Write to Diebold, Inc., 
Canton 2, Ohio. 


Theodore Roosevelt once said: “Unless you use the experi- 
ence of others, you will use your whole life acquiring knowl- 
edge and it will come too late to be of service.” 


Bankers Monthly is published for the purpose of giving 
you the experience of others from which you may select that 
which you can use. 








CHECK CERTIFIER 


“EASILY INSERTED 





Absolute protection agoinst forgery and alteration 


SECURITY CERTIFIER COMPANY 


§ Beekman Street ew York, N. Y. 
\ Agents Wanted. Protected Territory. 
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VISIBLE RECORD SYSTEMS | 


“CARD POCKETS 













WASSELL ORGANIZATION, Ine. 
Dept. C * Westport * Conn. 












Complete Line 


of 
Money Wrappers 


: “STANDARD PAPER GOODS 


MANUFACTURING COMPANY 
WORCESTER 8, MASS 
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Christmas Greeting Cards | 
For Banks Now Ready | 


Announcement has been received 
rom Good-Will Builders, 30 East 
3 Street, New York 10, N. Y., to 
the effect that 1949 Christmas greet- 
ing cards, especially suitable for 
banks, are now ready for distribu- 
tion. This firm states that a free set 
of samples will be mailed to any | 
Bankers Monthly readers upon re-| 
quest without cost. 

We would suggest further that a 
request be made for other items as | 
suitable for public relations devel- | 
opment work be sent along with 
the Christmas greeting card. 





Recordak Corp. Completes 
Largest Microfilming Project 


The Recordak Corporation, sub- 
sidiary of the Eastman Kodak) 
Corporation, recently completed | 
the largest photographic, facsimile- 
copy project in the history of com- 
mercial microfilming in connection 
with the Veterans Administration 


special insurance dividend pro- 
gram. 
Over 22,000,000 insurance pre- 


mium record cards, both active and | 


inactive, maintained in fourteen | 
different regional offices were mi- | 
crofilmed during the eighteen| 
weeks required to complete the| 
job. Thirteen microfilming ma-| 
chines, using 16 mm safety film 
and capable of turning out as many 
as 1,600,000 cards in a single work- 
ing day, were used on the project. 

Topped only by the wartime V- 


Mail program in volume, the proj-| 


ect was undertaken as the quickest 
and least expensive means of pro- 
viding the Central Office in Wash- 
ington with copies of all insurance 
premium record cards. The Treas- 
ury Department will handle distri- 
bution of the checks. 


Our failures are usually failures 
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QUALITY 


“REFLECT” BETTER 


PA Loy CUSTOMER SERVICE 


ROGRESSIVE bankers appreciate the fact that high- 

quality glass directional signs are a link in the “moving 
chain” of better customer service. 

Bankette’s Cristalglo edge-illuminated glass signs are 
in greater demand as it becomes more widely known that 
glass will retain its brilliancy indefinitely. It is less liable 


to scratch .. 


. and will not warp. 


Since 1925 Bankette has been a leader in modern signs 
. . for both directional and advertising purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE company 


INCORPORATED 


127 Federal Street 
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to appreciate the public’s point of 
view; failures skillfully to put the 
rules to work; failures to acquire 
and practice conduct—rather than 
failures due to wrong basic policies 
or beliefs.—C. A. Hemminger, pub- 
lic relations director, American Na- 
tional Bank and Trust Company of 
Chicago, Illinois. 
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REPETITION 


WE once knew an automobile 
salesman in Arizona whose only 
sales talk consisted of ‘the Cadillac 
is the world’s finest automobile.” 
He said it to everyone, he said it 
almost with reverence...and he 
sold a lot of Cadillacs. 


That, virtually, is the technique we 
have been trying to employ through- 
out the past eleven years, during 
which time we have endeavored to 
pioneer and popularize the use of 
imprinted checks to the end that 
all people, some day, would pay 
all bills with “personal currency.” 


Fortunately we recognize that we 
are constantly reaching new people 
and therefore we never tire of repe- 
tition, although at times we may 
bore those who know the story. In 


England they get beautiful lawns by 
“rolling them for about three hun- 
dred years,’’ so as time is measured 
we have just begun to tell the story 
of Personalized Checks. 


But in telling the story we must not 
forget to repeat over and over that 
these Personalized Checks (1) please 
the = only because there is and 
can be no compromise with quality, 
(2) improve and speed up check 
handling in the sorting and filing 
divisions, and (3) save money 
for banks. Truly a triple threat 
product and one which is deserv- 
ing of our very best assortment 
of adjectives. 


And, to repeat, we'll not only be 
glad to make them for you... we'll 
help you sell them. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 








WHICH IS 
YOUR METHOD? 


Hunching over, using 
a ruler, is outmoded. 


Copy RIGHT 
COPYHOLDER (fA... 
compels correct posture and Ug a 
Cc Pe 
Ask for Free Folder 


saves eyes, effort, errors, up 
to 50°, in typing time. 





Strong Paper Needed 
For Notes 


The note teller of an Indiana bank 
recently recommended to the exec- 
utive officers that a better grade of 
paper be used for notes. Evidently, 
he had difficulty in getting legible 
signatures on the cheap paper, and, 
perhaps, had some experience in 
having the cheap paper tear before 
the note was finally fully paid. 


It is not easy to understand why 
such a cheap grade of paper has 
been used for so long for such im- 
portant documents as notes. It would 
seem that the very best grade of 
paper should be used for this pur- 
pose. 


Advertisements Which Appeal 
To Human Nature 


A new series of advertisements 
which may be purchased for use in 
any locality is being offered by 
Metro Associated Services, 80 Madi- 
son Avenue, New York 16, N. Y. 
The feature which makes these ad- 
vertisements so human and so im- 
pressive is a photograph with each 
advertisement which tells a story 
in itself. It appeals both to indi; On to indi- 


NEW, IMPROVED =—_ gg 
COINAUDIT 

NOW 

AVAILABLE go 


viduals and to businessmen in that 
some advertisements talk about 
personal problems and others about 
business problems. Each one is in- 
clined to encourage the reader to 
come into the bank to talk with 
officers. 


The series consists of 26 adver- 
tisements measuring two columns 
wide by eight inches deep. The 
Metro Company furnishes mats 
from which the advertisements may 
be printed. Only one bank in a com- 
munity, of course, may purchase 
this attractive set. Proofs of the 
advertisements may be had in the 
form of a convenient booklet by 
writing to the company. 


Farmers Represent A New 
Rich Market For 


Installment Loans 


Today some eighty per cent of all 
farm homes have access to electric 
power; and by the end of 1951, al- 
most every farm home will be in a 
position to use electric appliances. 
This opens up a new, rich market, 
almost undeveloped as far as home 
appliances are concerned. And we 
have television. Television, in the 
last year, has grown more rapidly 
than any other consumer durable 
industry ever to appear on the 
American horizon. It is predicted 
that this growth will continue so 
that television will match radio’s 
present penetration in far less than 
25 years. All this represents a splen- 
did potential for business and bank- 
ing, but there is need for a little 
calm reflection and consideration of 
the future —E. A. Mattison, execu- 
tive vice president, Bank of Amer- 
ica. 


i 


ALL COINS IN 


ONE AUTOMATIC OPERATION 


Drop all coins—pennies, nickels, dimes, quarters and halves 


—in the 


into any light switch. 
40 West 15th St., N. Y. C. 11 


new, improved Coinaudit. At the press of a button 
the machine sorts, counts, and places coins in wrappers, 
bags or boxes. Automatic counters give total of each 
denomination. Coinaudit can be put on any table. Plugs 


OLD MACHINES 
REPAIRED AND 
REBUILT 


ALSO 
RENTALS 
CHelsea 3-3442 


MAILERS’ EQUIPMENT CO. 


Lighting and Color 
Improve Bank Work 


A feature of our work room mod- 
ernization program is the use of 
new-type, low-brightness lights, 
which eliminate the need for desk 
or machine lights. We have con- 
trolled brightness through the use 
of color on walls and floors, to- 
gether with nonreflecting desk tops. 

Color is one of the most import- 
ant aspects of the modernization. 
It could be said that we became 
color conditioning engineers and 
coordinated color with light to cre- 
ate uniform seeing conditions. 

We have eliminated shadows. We 
have reduced muscular eye-strain 
by the creation of a harmonious 
color environment of an _ even 
brightness ratio. We have elimi- 
nated sharp contrasts by using deep 
color backgrounds. The scheme has 
relieved glare and visual shock 
when the employee looks up. It 
breaks up the monotony of the room 
by giving it a different appearance 
when viewed from different direc- 
tions. 

Brightness engineering intelli- 
gently applied should result in in- 
creased accuracy, which in itself 
spells increased production and 
lower costs. 

It is my belief that every effort 
should be made to improve physical 
working space and working condi- 
tions to the extent that the mental 
and physical strain on the em- 
ployees is brought to a minimum. 
Then the employee may actually 
enjoy his or her work and feel that 
banking is the ideal profession in 
which to be employed.—C. Edgar 
Johnson, vice president, The First 
National Bank of Chicago, IIl. 


Less Than 2% Of G. I. 
Loans In Default 


Out of a total of 102,000 G. I. 
business loans reported closed by 
lenders on January 25, 1949, about 
15,000 had been reported in default 
at one time or another. However, 
over 6,000 of these reported de- 
faults,.or 40 per cent, had been sub- 
sequently cured. The number of 
claims paid so far has totaled only 
5,200 cases. Nearly 30,000 business 
loans have been paid in full by the 
veteran borrower.—T. B. King, 


Aiirector loan guarantee service. 
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‘BANKS 


REDUCE TIME SALES 
COLLECTION LETTER 
COSTS OVER 


(1) POSTAGRAPH collection letter routine 
operates smoothly. 

(2) Permits prompt and systematic dunning 
in @ fraction of the time ordinarily 
employed. 

(3) Frees valuable clerical time for other 
important work. 

(4) Collects equally as geod as ordinary 
methods. 


(5) Reduces material! costs. 
(6) Cuts postage expense to a minimum. 
POSTAGRAPHS have proven their value to 


banks, public utilities, large retail institutions, 
and many others. 


What will they do for you? Write today 
for complete information. 








Allison 


COUPON 
COMPANY 


NOTHING LIKE IT 


For simplicity, effectiveness and econ- 
omy in handling Time Sales Accounts, 
nothing equals the Payment Coupon 
Book. It combines all notification work, 
all posting forms and all receipts in 
one simple booklet that requires only 


a minute or two to prepare. 


Until you learn all about this modern 
method, you will never enjoy freedom 


from detail and unnecessary expenses. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 
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THE POSTAGRAPH COMPANY 
| 5 S. GAY ST. BALTIMORE 2, MD. 
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| Six Parts of An 





Adequate Credit Report 


The credit report should contain 
the following information, in great- 
er or less detail, depending upon 
the amount involved and the nature 
of the business: 


1. The history of the business, | 


the type of organization, and the | 


products handled, along with the 
applicant’s past relationship with 
the bank or with other banks. 

2. Balance sheets and operating 
statements covering as many years 
as his judgment dictates, set up on 
comparative forms. 

3. A thorough review of the op- 
erations—including sales and profits 
trends in the business. 

4. Other details such as budgets, 
applications of funds statements, 
contingent liabilities, and an an- 
alysis of insurance coverage. 

5. An analysis of the integrity, 


foresight, adaptability, and capacity | 
of the management in good times | 





and under adverse conditions. This | 


is obviously the most difficult and, 
in Many cases, the most important 
phase of the investigation. 


6. The economic factors involved. 


—Arthur E. Oliver, assistant vice 
president, The Farmers and Mer- 
chants National Bank of Los An- 
geles, Calif. 


| Work May Be Saved By Not 


| Returning Items 


Some operating officers have re- 
cently made a study of returned 
items and have learned that the 


| regular routine has been to return 
| items drawn against uncollected 





funds. In most of these cases, if not 
all, the funds were collected on the 
following day. 


By establishing a policy of not | 


returning items because they are 
drawn against uncollected funds, 
some banks have saved themselves 





time. These items are merely held | 


over to the next day in a special file, 
and the accounts usually then con- 


tain a balance sufficient to pay the | 


items. 
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Orders Shipped Same Day Received : 
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LANCASTER, PA. 
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MAKE A GOOD 
IMPRESSION 
with 


NEWMAN 


IMPERISHABLE 


SIGNS 










































































Banking dignity and perma- 
nence are exemplified in your 
EXTERIOR SiGNs when you spec- 
ify and insist on NEWMAN 
HAND-CHASED Cast BRONZE 
TABLETS. 





















FREE FOLDERS: 


Write today for folders of modern signs 
and nameplates . . . also counter grilles, 
gates, doors, check desks and railings. 
NO OBLIGATION! 


NEWMAN BROTHERS, Inc. 
Dept. B-M Cincinnati 3, Ohio 
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TELLER’S MOISTENER 
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The Cs be DOWNEY Company 
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SPONGE for FINGERS 
PAD for BILL STRAPS 


Experience has proved that 
this device is superior when 
Teller must count and band 
currency rapidly and accur- 
ately. Free moisture to the 
finger tips and a capillary 
pad for the Bill Straps mean 
this item performs perfectly 
... with just the right amount 
of moisture applied to both 
fingers and Bill Straps. 
Made of plastic in rich ma- 
hogany finish. It is both 
beautiful and sanitary. 
























































HANNIBAL, MISSOURI 
Worlds Largast Mrs. of Coin Wrappors 















A. P. Giannini Leaves 
Estate To Charity 


The last will and testament of 
A. P. Giannini, founder of the Bank 
of America, who died at his home 
in San Mateo on June 3, was filed 
recently with the clerk of the Coun- 
ty of San Mateo in Redwood City, 
Calif. 

The man who created institutions 
with resources of many billions of 
dollars was revealed as a man of 
only modest personal wealth. His 
entire estate amounted to less than 
$480,000. Thus was confirmed his 
oft-repeated statement: “I never 
had the money itch. I have no inten- 
tion of dying a millionaire.” 

Although described as his only 
legal heirs, his son L. M. Giannini, 
president of Bank of America, and 
his daughter Claire Giannini Hoff- 
man, who replaced her father on the 
bank’s board of directors, do not 
share in the estate. Both of them, 
together with Bank of America, are 
named as executors of the will, 
which leaves all but $9,000 of the 
estate for charitable or beneficent 


purposes. 
There are nine individual be- 
quests, each of $1000, made as 


tokens of remembrance to some 
near relatives and one personal em- 
ployee of long service. 

Among the charitable bequests, 
San Francisco Protestant Orphan- 
age Society is to receive $5,000. A 
similar sum goes to the Pacific 
Hebrew Orphan Asylum and Home 
Society, and another $5,000 to the 
benefit of Saints Peter and Paul 
Catholic Church in San Francisco, 
in the parish where he was reared. 
The Salesian Boys Club of San 
Francisco receives $1,000. 

An amount of $25,000 is to be ex- 
pended under the direction of L. M. 
Giannini for the benefit of public 
charities and for public playgrounds 
where children of primary or gram- 
mar school age may play and enjoy 
themselves. 

In accordance with an intention 
announced by Mr. Giannini on his 
75th birthday, May 6, 1945, all the 
remainder of the estate, amounting 


50 


dank Notes ..... 


approximately to $430,000, is be- 
queathed to the Bank of America- 


Giannini Foundation. This non- 
profit corporation was created by 
him to provide funds for the higher 
practical and cultural education of 
such staff members of the bank and 
other concerns with which he was 
associated as demonstrate a capacity 
to make use of such training but 
have not the means to provide it for 


themselves. In addition, the founda- . 


tion is to furnish financial means 
for research in the fields of medicine 
and human betterment. 


Guaranty Trust Company of New 
York City announced the appoint- 
ment of Frederic K. Bullard, form- 
erly assistant secretary, as a second 
vice president, and of James R. 
King, Jr., formerly assistant secre- 
tary, as an assistant treasurer. Both 
are identified with the company’s 
general banking department at the 
Fifth Avenue office. 


J. Kenneth Boyles was promoted 
to assistant manager of the 320 
Broadway office of the Chemical 
Bank and Trust Company of New 
York. 


James P. Kennedy, vice president 
and manager of the Pasadena Main 
office of Bank of America, has ac- 
cepted the position of vice president 
and manager of the London office 
of the bank, in charge of the bank’s 
affairs in the United Kingdom. 


F. H. Kerns, trust officer of the 
Union Bank & Trust Company of 
Los Angeles, was elected to the of- 
fice of chairman of the Southern 
California Trust Officers Associa- 
tion for the year 1949-50. 

Mr. Kerns will celebrate his 30th 
anniversary in trust work in Los 
Angeles this year. 


Roger E. Anderson, Frank E. 
Bauder, and John H. Perkins were 
elected assistant cashiers of the 
commercial department of the Con- 
tinental Illinois National Bank and 
Trust Company of Chicago. 





Financial Advertisers 
Elect Egan President 


Floyd H. Egan, vice president, 
Central National Bank in Chicago, 
was elected president of the Chicago 
Financial Advertisers. 

N. Lee Udell, Chicago National 
Bank, was elected vice president 
for the coming year. Margaret A. 
Hadley, secretary, Chicago District, 
Illinois Bankers Ass’n, was re- 
elected secretary; and Stephen A. 
Pietrowicz, financial advertising de- 
partment, “Chicago Tribune,” treas- 
urer, 

New directors named at the meet- 
ing are Mozart Lovelace, Harris 
Trust and Savings Bank; John J. 
McCann, regional representative, 
Banking Magazine; the retiring 
president, C. A. Hemminger, assist- 
ant cashier, American National 
Bank and Trust Company. 


Lauder W. Hodges was elected 
cashier of the Citizens National 
Trust and Savings Bank of Los An- 
geles. F. R. Alvord, vice president 
and cashier of the bank has relin- 
quished the title of cashier. 

Charles Erling, assistant cashier 
and assistant secretary, was elected 
junior vice president. 


Burl J. Morse was recently elect- 
ed assistant vice president of the 
Republic National Bank of Dallas, 
Tex. 

Mr. Morse has been identified in 
banking for 29 years and comes to 
the Republic from Kansas City, 
where he was assistant vice ‘presi- 
dent of the Commerce Trust Com- 
pany as head of the transit depart- 
ment. 


T. J. Herbert recently was pro- 
moted from assistant vice president 
to vice president of the American 
National Bank and Trust Company 
of Chicago. 

Mr. Herbert joined American Na- 
tional as an assistant trust officer in 
1944, after serving with the City 
Bank Farmers Trust Company, New 
York, for 15 years. 


Three former assistant vice presi- 
dents of the Manufacturers Trust 
Company of New York City have 
been appointed vice presidents of 
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that bank. They are Roger D. Elton 
of the 57th Street office; Emanuel M. 
Reeves of the 39th Street office; 
William O. Walter of the Securities 
department, head office. 


C. F. Schwan, assistant cashier 
of the California Bank of Los An- 
geles, was elected president of the 
Los Angeles City and County School 
Savings Association. Other officers 
elected were: vice president, Wal- 
ter J. Richards, junior vice president 
of the Citizens National Trust and 
Savings Bank of Los Angeles; sec- 
retary-treasurer, H, A. Holtzman, 
Union Bank and Trust Company of 
Los Angeles. 


Chase Bank Promotes 


Promotions and new appoint- 
ments on the official staff of the 
Chase National Bank of New York 
City were announced by the bank 
recently. 

The promotions were: Victor E. 
Rockhill as vice president in the 
public utilities department; Lyon 
F. Terry as vice president in the 
petroleum department; Robert C. 
Dallery, Jacque C. Frost, James P. 
Mitchell, and Walter H. Wightman 
as second vice presidents in the 
commercial banking department, 
and Hamilton T. Slaight as second 
vice president in the public utilities 
department; Milton S. Coe and An- 
drew A. Peaty as assistant cashiers 
in the foreign department. 

New appointments from the cler- 
ical force to the official staff in- 
cluded Harold B. Coburn, William 
M. Ellis, Neal T. Fitzpatrick and 
James J. Maher as assistant cash- 
iers; John C. Clark as assistant 
manager of the bond department; 
and Donald W. Brown, Arthur R. 
Clark, and Howard Sneed as assist- 
ant branch managers. 


Bank Of America Adds 
25-Year Club Members 


Newest additions to Bank of 
America’s Quarter Century Club, 
all of whom have completed 25 
years of service with the bank, in- 
clude: 

Edward G. Wormhoudt, vice 
president and manager, Beverly 
Hills Main office; Malcolm G. Davis, 
manager, Gower-Sunset branch; 
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MINIMIZING THE RISK 
on COMMODITY LOANS... 


70 PINE STREET 





HE UNCERTAINTY of price trends con- 

stitutes a major problem in making com- 
modity loans. It is, however, a problem that 
can be solved by intelligent use of the futures 
markets—as insurance. 


Commodities alone are subject to wide fluctu- 
ation in value — commodities protected by 
futures contracts, on the other hand, offer a 
stable platform for bank loans. Our Commod- 
ity Department is thoroughly familiar with 
hedging operations for this purpose and will 
be pleased to help you and your customers 
obtain this necessary protection. 


Our booklets, “COMMODITIES” and 
“HOW TO BUY AND SELL COMMODI.- 
TIES”, fully explain the futures markets and 
their functions. We'll be glad to send you 
copies without charge. Just write— 


INSTITUTIONAL DEPARTMENT 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Brokers in Commodities and Securities 
Underwriters and Distributors of Investment Securities 


Offices in 96 Cities 

























NEW YORK 5, N. Y. 

















Charles J. McGuigan, Installment 


Credit Loan department, Los An- 
geles headquarters; J. Anchordoquy, 
manager, Estado-Cota branch; Geo. 
B. Bates, assistant cashier, Los An- 
geles Main office; Fred J. Kromis, 





assistant cashier, York-Figueroa 
branch; N. Glen Noble, Ventura 
branch; Mrs. May V. Crutcher, 
Securities department, Los Angeles 
Main office; and Miss Rose Perez, 
Calexico branch. 


Protest Is A Nuisance 


The matter of protesting checks may be a legal require- 


ment, but it certainly is a nuisance and we hope you will be 
successful in helping to abolish this practice Wm. L. Goodloe, 
president, First National Bank, Valdosta, Ga. 





Dear Customer: 


Here is your monthly statement and we believe it is correct. If it doesn't 
agree with the balance in your check book we shall be most happy to help you 


find the error. 


We want to thank you for your patronage; it is most appreciated. 


SMITHFIELD STATE BANK 
W. J. Burchinal, President 


The Smithfield State Bank, Smithfield, Pa., has found it to be advantageous to ask its customers for an audit of their accounts every 
time a statement is mailed. The form illustrated herewith is inserted in each statement every month. This encourages customers to 
report any difference in the bank’s figures and their own, and makes it possible to make corrections promptly. This also shows up 
any situation which might result from a bank employee making unauthorized charges against an account. 





The Northern Trust Company 
Celebrates Sixtieth Year 


The Northern Trust Company, 
Chicago’s third largest bank and 
the largest State bank in Illinois, 
will celebrate its sixtieth anniver- 
sary on August 12. That date will 
also mark completion of an expan- 
sion and modernization program 
started in 1938. 

The Bank opened for business on 
Monday, August 12, 1889, in Room 
B of the Rookery Building, which 
is still standing at the southeast 





corner of LaSalle and Adams 
Streets in Chicago. 

By 1930 Banking and savings 
deposits had risen to $56,000,000 
and the Bank had moved into its 
own building at the northwest cor- 
ner of LaSalle and Monroe Streets 
... the site it still occupies. 

Twenty-first among the more 
than 14,000 banks in the United 
States, The Northern Trust Com- 
pany had total deposits on June 30, 
1949 in excess of $600,000,000. 

Preluding the Bank’s anniver- 
sary was the recent celebration of 


to provide their Chicago 


accounts with complete banking service, in a 


prompt, efficient manner. Our facilities are at 


your disposal. 


CiTyY NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


President Solomon A. Smith’s 35th 
year in office. Mr. Smith succeeded 
his father Byron L. Smith as head 
of the Bank. His sons, Solomon 
Byron Smith and Edward Byron 
Smith, executive vice presidents, 
represent the fourth generation of 
the family in Chicago banking. 


How To Use Research 
Findings 

We cannot—and must not—place 
sole reliance on research findings as 
a guide to our actions. Research is 
to help us find the strains and 
stresses in our structure, which we 
must bear in mind when we blue- 
print the improvements we are at- 
tempting to build. Research is the 
first step toward good human rela- 
tions: You must pass through the 
“what-is-it” stage, before you are 
ready to enter the “what-to-do- 
about-it” department.—C. A. Hem- 
minger, public relations director, 
American National Bank and Trust 
Company of Chicago, Illinois. 


Correction 


August 15 (Victory Day) will not 
be observed as a banking holiday 
in the State of Michigan. Please 
correct. your table of “Banking 
Holidays By States” which ap- 
peared on page 20 of the July 1949 
issue of Bankers Monthly to read 
in accord with this latest report 
from the Secretary of the Detroit 
Clearing House. 
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Rand McNally Bankers Directory 
means 
Jncreased Collection Jucome 


Tug Kt 


RAND MENALLY BANKERS DIRECTORY 


936 SO. GLARK ST., GHICAGO 5 
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If you haven’t yet installed a Payroll Savings Plan in your 
company, you can be pretty sure some of your employees 
are asking that question. For workers like this easy, auto- 
matic way of investing in U. S. Savings Bonds—and more 
than 20,000 large companies have made this convenience 
available to the people on their payrolls. 


WHAT GOOD IS “PAYROLL SAVINGS’? 


The Payroll Savings Plan is the only means by which 
people can obtain Bonds automatically on the installment 
plan. It pays off in many ways: increased security for the 
individual, who gets back $4 for every $3 when the Bonds 
mature; company benefits due to improved worker morale 
—a reduction of absenteeism, labor turnover, and accidents; 
increased national security, because Bond sales spread the 
national debt. 


54 


“Why doesn't our company 
do like other companies ?” 







The Treasury Department acknowledges with appreciation the publication of this message by 
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HOW MANY CAN AFFORD BONDS? 


Deductions for taxes and other purposes which reduce 
take-home pay should not be confused with allotments for 
Bonds, which are taken home as interest-paying savings. Of 
course, the cost of living makes it tough for some people to 
buy Bonds. But nation-wide experience indicates that 40- 
60% of the employees in any company can be persuaded to 
sign up for Payroll Savings—without high-pressure selling. 


7,500,000 workers are regularly buying an individual 
average of $20 of Savings Bonds per month. Show your 
employees that you want them to have the convenience of 
Payroll Savings. You'll find it easy to set up the Plan in your 
company. All the materials and assistance you need are avail- 
able from your State Director, U. S. Treasury Dept., Savings 
Bonds Division. (See your phone book.) Why not talk it 
over with him now? 


This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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Installment Lending Is Tool 
For Greater Bank Service 


Installment lending is to the 
country bank what mechanization 
has been to the farmer—a tool for 
greater service. 

Consumer installment credit can 
be made into one of our most effec- 
tive weapons in our present-day 
struggle to prove to the world that 
free enterprise is not a catchword. 
It makes possible opportunities to 
people possessed with ability, will- 
ingness, and determination. It is one 
of the principal factors in trans- 
lating man’s ambition, vision, and 
dreams into reality—Richard W. 
Trefz, president, Beatrice State 
Bank, Beatrice, Nebraska. 


Six Unusual Questions 
On Safe Deposit Procedure 
—with Answers. 


The Guard Key, publication of 
the Wisconsin Safe Deposit Asso- 
ciation, recently published the fol- 
lowing series of questions and an- 
swers in its popular Open Forum 
section. 

1. If you discover that one of 
your customers has rented a box 
under an assumed name, or a for- 
mer name, or that the name has 
been legally changed since the con- 
tract was entered into, what would 
you do? 

Answer—a. Explain why the cus- 
tomer’s best interests are not being 
served under the existing arrange- 
ment — particularly the difficulties 
that would arise in the event of 
death. Also mention the disadvan- 
tage as to the bank’s position in the 
matter. 

b. Obtain new records. 

2. In making a booth inspection 
after it has been used by a cus- 
tomer, do you suggest inspecting 
the waste basket in the booth? 

Answer—The use of waste bas- 
kets in safe deposit rooms or booths 
constitutes a hazard and perhaps 
the best suggestion one could offer 
would be to avoid their use in the 
rooms entirely. Where waste bas- 


Oroville, Oroville, Calif. 
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it would seem to me that the law should be amended to make it 
necessary for a customer depositing a check to request protest if 
he wants it.—H. W. Douglass, cashier, The First National Bank of 


As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 
{ Reports on the feasibility of alterations or new buildings: 
analysis, preliminary plan sketches, and cost estimates. 
{ Drawings and specifications for construction. 
{ Supervision of construction; aid in selection of contractors. 
{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 





kets are used, inspection should be 
as often as practical but never less 
than a final inspection at the close 
of each day. 

3. “A,” the lessee of a safe de- 
posit box, dies. A search is made 
and the box is found to be empty. 
What is your procedure? 

Answer—a. If the lessee left an 
estate, then a certified copy of let- 
ters from the one appointed by the 
court to administer the estate must 
be delivered to the bank before the 
box will be released. 

b. If the deceased left no estate 
of value — an affidavit specially 
drawn to cover all the legal points 
involved should be signed by the 
nearest of kin or equivalent and 
filed with the bank with a cancella- 
tion of the contract. 

4. In drilling a box for non-pay- 
ment of rent, it is discovered that 
the wrong box has been opened. 
What would your procedure be? 

Answer—Seal the box without 
disturbing the contents, in the pres- 
ence of the proper official. Record 
all essential facts in affidavit form. 
Place in custody of bank — notify 
the lessee immediately. Check with 
counsel. Return contents to lessee 
with an honest and intelligent ex- 
planation. Equip with new box. 
Obtain receipt and release from 
lessee. Change and fortify pro- 
cedure so as to prevent a re-occur- 
rence of the error. 

5. The father of several minor 
children wants to rent a safe de- 












posit box in his name and his at- 
torney as trustees for the minor 
children. He says it is a private 
trust arrangement. Would you ac- 
cept such a rental? 

Answer—Yes. 

6. A lessee signs the entrance 
ticket at the window. She then gives 
the key to another party to open 
the box while she remains in the 
lobby. Can this be permitted? 

Answer—As regular procedure, 
NO. As an exception because of 
special circumstances, illness or 
physical handicap, it certainly 
would be permissable. It is entirely 
up to the judgment of the one in 
charge. 
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are growing in 
AUSTRALIA 


The Bank of New South 
Wales booklet — “Invest- 
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“A nominal charge for handling a deposit from cage to file 
is better considered as a ‘ledger entry’ and is as legitimate a 


charge as interest on a loan.” 


A Technique For 
Getting New Business 


Every community offers oppor- 
tunities for additional business so 
long as the spirit of enterprise ex- 
ists in America. You need only keep 
your visibility unlimited. There are 
many means of uncovering new 
business—the newspapers, for in- 
stance. They indicate trends that 
may be bringing some business 
your way. Large national con- 
cerns are continually looking for 
new areas in which to expand, and 
‘you may be instrumental in help- 
ing some of them locate in your 
locality. If you’re looking for 
business, don’t stay within the pre- 
scribed limits. Take a shot in the 
dark now and then. 

After you get your prospect, find 
out who is in charge of the com- 
pany’s bank relations. Remember 
—it is well to move slowly. Indi- 
cate your interest in his business 
and in being of assistance in any 
possible way. Then be of assistance 
in every possible way. Don’t become 
discouraged. It may take many calls 
and perhaps even a number of 
years. 

If you are eventually success- 
ful, and your prospect becomes a 
customer, your contact work is still 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Aug. 17-19. Western Regional Trust Confer- 
ence, Salt Lake City, Utah. 


Oct. 27-29. Association of Bank Women, San 
Francisco, Calif. 


Oct. 30-Nov. 2. 75th Annual Convention, San 
Francisco, Calif. 


Dec. 1-2. Mid-Continent Trust Conference, 
Drake Hotel, Chicago. 


STATE ASSOCIATIONS 


Aug. 25-27. West Virginia, The Greenbrier, 
White Sulphur Springs. 


Oct. 9-11. Kentucky, Brown Hotel, Louisville. 


Oct. 11-12. Nebraska, Cornhusker Hotel, Lin- 
coln. 


Oct. 17-19. lowa, Hotel Fort Des Moines, Des 
Moines. 


Nov. 3-5. Arizona Bankers Association, Camel 
back Inn, Phoenix. 
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not over. The contact man goes out 
on any kind of call—to trace a 
complaint, to adjust a procedure, to 
explain a policy, to assist in the so- 
lution of any special problem—any- 
thing that will keep the relations 
smooth between the bank and the 
customer. He is the bank’s liaison 
officer—W. Wesley Correll, vice 
president, First Wisconsin National 
Bank, Milwaukee, Wis. 


A Guide To 
Bank Correspondence 


By Robert Morrison. 
1949, Bankers Publishing Company, 
Cambridge, Mass. $5.00. 


This book is a complete treat- 
ment of the subject of bank letter- 
writing—not only sales letters but 
routine bank correspondence, credit 
letters, and all kinds of communica- 
tions with a bank’s customers and 
correspondents. 

The theory of letter writing is di- 
gested down to essentials, the em- 
phasis being on the actual writing 
of bank letters. There are many il- 
lustrations of actual bank letters. 

The author is instructor of Busi- 
ness Communications at the Uni- 
versity of Kansas and this book is 
the result of a survey of bank letter 
writing methods of banks in all 
parts of the country. 


OTHER ORGANIZATIONS 


Sept. 19-21. Mortgage Bankers Association 
of America, Annual Convention, Palmer 
House, Chicago, Ill. 

Sept. 25-28. Consumer Bankers Association, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 

Oct. 9-12. Robert Morris Associates, Annual 
National Conference, General Oglethorpe 
Hotel, Savannah, Ga. 

Oct. 19-22. Financial Public Relations Associa- 
tion, Edgewater Beach Hotel, Chicago, Ill. 
Oct. 23-26. NABAC, 25th Annuaj Convention, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 


SCHOOLS 


Aug. 1-13. Financial Public Relations Asso- 
ciation, School of Financial Public Relations, 
Northwestern Univ., Chicago. 

Aug. 22-Sept. 3. Central States School of 
Banking, University of Wisconsin, Madison. 
Sept. 6-24. Illinois Bankers Association, Trust 
Development School, Northwestern Univ., 

Chicago. 
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Mosler 
BANK VAULTS 


No great surprise that the first two Federal Reserve 
Bank Vaults ordered since the war (Seattle, Washing- 
ton and Portland, Oregon) should be built by Mosler. 
Because, for more than a century, banks the world 
over have depended upon Mosler’s complete line of 
fine equipment for the best fire and burglary protec- 
tion available. 


Of all the Bank Vaults installed throughout the world 
by Mosler, not one has ever failed to give complete 
protection. Reason enough why no bank can afford 
not to check with Mosler before ordering protective 
equipment of any kind from safe deposit boxes to bank 
vault installations. 


Je Mosier Safe c 


Main Office: 320 Fifth Avenue, New York 1, N.Y. 
* Factories: Hamilton, O. 


LARGEST BUILDERS OF SAFES AND VAULTS IN THE WORLD 


Dulders of the §. $. Gold Storage 
Vault Doors at Fort Knox, fy. 
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